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Increase Your Earnings 


, Personally maintained rec- 
alli ae ords of Reliance underwriters, 
=~ ten to fifteen years with the 
“~ Company, show that from 25% 
to 40% of their business in 
force was secured through the 
appeal of the Perfect Protec- 
tion Policy. 

It is also apparent from the 
Company’s records that busi- 
ness written on the Perfect 
Protection Plan shows a lower 
lapse ratio than straight life 
insurance. 

It has been proven that this 
policy increases life insurance 
production and, consequently, 
the first year commissions of 
Reliance underwriters. 

It also increases their re- 
newal commissions by assist- 
ing in maintaining life insur- 
ance in force. 

In conjunction with these 
facts, the liberal Reliance 
Agency Contract gives the Re- 
liance underwriter a maximum 
remuneration from every sale 
he makes. 

‘*Sell Perfect Protection and 
you'll sell MORE life insur- 
ance.”’ 

Profitable agency connec- 
tions are open to men who can 
furnish satisfactory references. 
All communications strictly 
confidential. 


RELIANCE LIFE 


Mail This Coupon Today 
Reliance Life Insurance Company 
Farmers Bank Bldg. 
Pittsburgh, Pa. 

















An Iilustration of The 
PERFECT PROTEC- 
TION POLICY 


$15,000 


$10,000 


$25,000 


Payable for loss of life 
from accident. 


Payable for loss of 
sight, two hands, two 
feet, or one hand and 
one foot from accident. 


Payable for loss of life, 
or $20,000 for loss of 
sight or two members, 
if due to a collision or 
upset of a_ private, 
pleasure automobile 
while traveling therein. 


Weekly if disabled by 
accident. Payable for 
52 weeks for occupa- 
tional disability—208 
weeks additional for 
permanent disability. 
Weekly indemnity for 
hospital confinement 
for 15 weeks. 

Medical attendance in- 
demnity for non-dis- 
abling injuries. 
Weekly indemnity for 
52 weeks, if disabled 
by sickness. 

Per year IN ADDI- 
TION if totally and 
permanently disabled 
by accident or sick- 
ness. No more pre- 
miums to pay and no 
deductions from the 
amount of life insur- 
ance due your family. 
Cash to you at age 65, 
or 

Cash or a substantial 


monthly income _ in 
event of natural death. 


Issued in Larger or 
Smaller Amounts 




















Gentlemen: Without any obligation, furnish me complete details on the Reliance Agency Contract. 
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What Shall We Do for the Agent? 


Besides Giving the New Man a Contract and a Rate Book 
Present Day Conditions Dictate a 


New Educational Policy 
By W. W. Jaeger 


Vice-President and Director of Agencies, Bankers Life Company, 


very readily that the average general 

agent, a few years ago, felt that he 
was doing his complete duty by a new salesman 
when he spent as much as thirty minutes giving 
that individual a “complete” understanding of 
the institution of life insurance, information 
regarding his own company, a general course 
of instruction as to how to proceed in order 
to be a successful salesman, handed him a rate 
book, a few application blanks; told him to 
go out into the field and talk to his friends 
about the purchase of insurance, patted him on 
the back and wished him good luck. That was 
about the extent of the education and informa- 
tion that the man received in order to prepare 
him for one of the biggest selling jobs in the 
world. 


EK VERY one of you gentlemen will recall 


Lax in Preparation 

We, as directors of agency departments of 
our respective companies, have been woefully 
lax in seeing to it that these prospective rep- 
resentative of our sales departments have had 
proper instruction to prepare them for the 
grind that would be theirs day after day while 
in the field. Some years ago, some of the 





* Address delivered at the annual meeting of the 
American Life Convention, Cincinnati, Ohio. 
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Des Moines, lowa* 


representative heads of these various institutions 
woke up to this fact and immediately took 
steps to provide for a better education for their 
agents. 

In the past, we all believed that all that was 
necessary in the training of an agent was to do 


© BACHRACH 





W. W. Jaeger 


as I have illustrated above—hope that this man 
might, during the time that he was talking 
to his friends about the selling of insurance, 
prepare himself so that he could eventually 
place his proposition before a stranger in an 
intelligent way. Those were the days of a 
great turnover in our field organization. Those 
were the years when the public classified the 
average life insurance salesman with the book 
agent and lightning rod agent and he was 
frowned upon and considered a pest and a 
nuisance. It was at that time that men came 
to us to become insurance agents after they 
had been failures in other lines of business, 
and with the meagre instruction offered them, 
likewise failed in our business. 


How Others Do It 


It may be unnecessary to dwell on this phase 
of our work because you men know that 
this existed, the same as I do, but I would 
like to compare that condition which existed 
with us only a matter of a few years ago, 
with the activities of other industrial and manu- 
facturing institutions. 

Take for example, a man applying for the 
position of traveling salesman for a shoe factory 
and follow with me just for a moment his 


(Concluded on page 27) 
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EPORT has it that the recent convention 
of the 10th District Avertising Conference 
of America, held at Dallas, Texas, was one 
of the most successful ever held by a district 
organization. Lorry A. Jacobs, director of pub- 
lic relations for the Southland Life Insurance 
Company, director of advertising for the Texas 
life insurance companies and chairman of the 
life group at the recent Insurance Advertising 
Conference at Cleveland, was elected president 
of the 10th District group. Incidentally, the 
name is Lorry, and not Larry, as spelled in our 
report of the advertising conference. 
* * x 
DVERTISING that is both institutional 
and humanitarian is that of the Metro- 
politan Life Insurance Company now appearing 
in national magazines. “Lucky Babies” is the 
title of the ad which pictures a half a dozen 
happy youngsters on one half of the page and 
uses the bottom half to emphasize the benefits 
to be derived from toxin-antitoxin as a pre- 
ventive against diphtheria. A campaign under 
the direction of Health Commissioner Wynne, 
in New York city, accomplished wonders in 
this direction last year and this advertising 
will do much to back up the efforts of school 
authorities and physicians in other cities where 
the splendid effects of the treatment have not 
as yet been fully appreciated by the general 
public. To date a stupid prejudice entertained 
by parents has proved an obstacle in the path 
of medical progress and as a _ consequence 
thousands of young lives have been sacrificed. 
x Ok 
FFER the prospect rewards, not punish- 
ment, advises the Equitable Agency Items, 
and then it proceeds to give two sample inter- 
views to illustrate the point. All of which 
comes mighty close to what is wrong .with the 
stnall producer. No one likes to be nagged 
into a realization of his duty but nearly every- 
one can be persuaded along the same paths. 
The differences lies in the quality of intelligence 
directing the interview—and another difference 
is reflected in the earnings of the two agents. 
x ok x 
HE Saturday Evening Post recently car- 
ried a fine endorsement for life insurance 
on its editorial page. Which will remind at 
least a thousand life underwriters that the au- 
thor of the piece, probably, was Albert W. At- 
wood, whom Clarence Axman, editor of the 
Eastern Underwriter, secured as a guest speaker 
and added attraction at the Washington Con- 
vention. Perhaps that’s why for the editorial. 
Anyhow, it was a great piece of publicity, both 
ways. And that reminds us that we have not 
yet publicly scolded the printer’s devil for mis- 
placing our sincerely expressed compliments to 
Mr. Axman on his publication of a truly re- 
markable edition of the Gold Book. Belatedly, 
but insistently, the issues was a credit to insur- 
ance journalism. 


ICHARD H. THOMPSON, third vice- 

president of the Maryland Casualty Com- 
pany recently completed a world tour without 
accident. Vice-President Thompson no doubt 
carries an accident policy in his own company. 
It is “policy” to do so and he missed a number 
of opportunities to realize on it. This doesn’t 
mean however, that it would be wise for any- 
one else to go on a world tour without first 
protecting themselves against casualties. If 
as has been said, there is a casualty lurking 
at every street corner, then casualties placed 
end to end would cover Vice-President Thomp- 
son’s entire itinerary. 


me Se 


R. TiTOMPSON not only made the trip 
4 but he wrote a monograph about it 
upon his return, a booklet that indicates the 
loss of a very excellent descriptive writer to 
journalism when he turned his attention to 
insurance. It is written in newspaper narrative 
style and gives one a fair idea of what this 
globe is iike as a whole as it rests on 
the shoulders of old man Atlas. It is im- 
possible of course to relate the writer’s ex- 
periences here but sufficient to say that he had 
the time of his life. 
ae ee 

HE booklet is profusely illustrated—largely 

with snap shots of the author taken under 
various skies. We see him being carried up 
the side of a mountain in sort of a hammock 
and then posing as nurse maid to a tiny mother- 
less goat. Again, in another section of the 
world, he is mounted on an elephant, while just 
outside of King Tut’s tomb he is astride a 
pensive looking donkey that from its appear- 
ances has not changed its position since Tut 
was interred. Later in India he rides a horse, 
then goes back to his friend the pachyderm. 
In fact Mr. Thompson is seen riding the emblem 
of the G.O.P. on three several occasions. How- 
ever, the elephant is used to it and doesn’t 
seem to mind. Look what the insurgents are 
doing to the only elephant native to this country. 
The donkey already referred to, emblem of 
another organization of this country, doesn’t 
seem to object either, perhaps because it is 
asleep standing. Other pictures are of ruins, 
mountains and holy places. Mr. Thompson 
worshipped God in a church in Jerusalem be- 
fore going to the Far East, where first and last 
he encountered many gods. 


* * * 


HE author quotes one of his facetious 

fellow passengers, “the requisites of a 
world cruise entail the lungs of a horse, the 
stomach of an ostrich, the heart of a marathon 
runner, the circulation of a salamander and 
the checkbook of a Henry Ford. Otherwise 
all one needs is a sense of humor.” 


OR the full length of his term, the glare of 
the insurance spotlight is trained relentlessly 

on the’ superintendent of insurance of the State 
of New York. Because some 75 per cent of the 
companies—life, fire and casualty—that do busi- 
ness in this country are licensed in the Empire 
State, and come under the surveillance of its in- 


surance department, the rules and regulations of . 


that department are of intense significance to 
insurance interests all over the country. Con- 
sequently, the New York department must 
always avoid provincialism in its attitude. Its 
chief executive is, assuredly, a servant of the 
people of the State of New York, and their 
security and welfare is his first consideration, 
but beyond this there remains the fact that the 
hand of the New York Department is an im- 
portant factor in shaping the destiny of 
countrywide insurance practices. The actions 
of New York insurance superintendents in re- 
cent years indicate that they are conscious of 
these overtones to their official pronouncia- 
mentos. 


*x* * * 

J AMES A. BEHA, before he ended his 

regime at 165 Broadway, showed pretty con- 
clusively that he was a big man (physically and 
mentally) in a big job. He so infused the of- 
fice with his distinctive personality that when 
people thought of the New York Department 
they thought of Beha, and it was a comforting, 
reassuring picture that his image evoked. It 
may be laying it on a bit thick to say that James 
A. Beha did for the New York Department 
what Gibraltar did for the Prudential, but he 
did dramatize the office in some such fashion. 

* * * 

f igeae present incumbent at the new headquar- 

ters at 111 John street, when he took office 
early this year, had a reputation to sustain as 
well as one to make. The manner in which he 
has accomplished both these tasks has won the 
commendation of insurance people all over, the 
country as well as in his own State. Beyond the 
routine performance of his job, Albert Conway 
has made one great contribution to the phil- 
osophy of supervision. He has taken that trite, 
overworked phrase that is spouted by every 
loud speaker at a business convention, “the gov- 
ernment should not inject itself into business,” 
and reinterpreted it thus: “Let business set up 
its own supervisory authority in order to re- 
move the necessity for governmental regula- 
tion.” That is the substance of what he told 
insurance men at White Sulphur a few weeks 
ago and the New York brokers the other night 
at the Hotel Astor. A real message, that, and 
a distinct contribution to the insurance business. 


* * * 
R. CONWAY’S theory of supervision 
4 from within puts the problem squarely up 
to the trade association. The insurance busi- 
ness, of all businesses, surely suffers from no 
lack of such organizations. These groups can 
take the hint from Superintendent Conway. 
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Some Aspects of Separation 

6 ¢(CQVEPARATION,” the burning ques- 

tion of the moment in the fire in- 
surance business, is by no means a clear 
cut hokum drama with a heroine in purest 
white whom everyone adores, and a leer- 
ing, curly-toothed villian who is roundly 
hissed by all right-thinking people every 
time he makes an entrance. Virtue and 
vice, in this struggle, are defined in no 
such unmistakable terms. 

As a matter of fact, it is the inalienable 
right of any company to stand on which- 
ever side of this particular fence it 
chooses. The agent, likewise, is con- 
fronted with an unconstrained choice, at 
least insofar as his conscience is con- 
cerned. In other words, “separation’’ is 
purely a business proposition and not an 
ethical question. 

The position taken by the affiliated com- 
panies in demanding clearance of agen- 
cies is logical enough and easily under- 
stood. They have met in conference and 
have given their stamp of approval to 
definite policy forms and rates. They 
should be willing to stand by these deci- 
sions. And it is fair enough for them to 
assume that if an agent contracts to sell 
their policies he should feel exactly as 
the company does about them and be 
willing to handle them to the exclusion of 
all others. 

As to the non-affiliated companies, their 
decision to lone-wolf it is nobody’s busi- 
ness but their own, and whomsoever they 
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choose to appoint as agents is also their 
own affair. It is the agent, it seems to us, 
who is the tough spot. He had nothing 
to do with starting the whole affair but 
the actual accomplishment of separation 
seems to rest on his shoulders. As near 
as we can make out, he is sorely tempted 
to ride both horses. 





Deplorable Fire Losses 

T is regrettable to note from the sta- 

tistics compiled by the Journal of 
Commerce, that the fire loss in the United 
States and Canada in September last was 
$21,422,000, or more than $4,000,000 
greater than in September, 1928. This 
brings the total loss for the United States 
and Canada, for the first nine months of 
the current year, up to $244,229,000, or 
$14,000,000 more than in the correspond- 
ing period in 1928, and a sum nearly as 
large as for the first nine months of 1927. 
It appears now that unless the losses for 
October, November, and December, are 
well below normal, the total loss for 1929 
will approach that of the year 1927, which 
exceeded $320,000,000. 





Conserving Life Insurance 

HiE next decade, it is estimated, will 
i produce a volume of life insurance 
business sufficient to double the tre- 
mendous total of one hundred billions 
now in force. Company officials and the 
men on the firing line are even now hard 
at the task of planning for and writing 
tte quotas which will keep the program 
moving along at the required production 
pace, and while the task appears a colos- 
sal one at first sight, even a superficial 
analysis of the problem will indicate that 
not only is it possible to double the in- 
surance in force in the United States 
during the next decade, but that such a 
development is almost inevitable. The 
Nation is far underinsured; is able to 
buy, and is coming to a realization of its 
life insurance needs with a celerity that is 
most encouraging. 

In this earnest drive for more and still 
more new business it is to be hoped that 
President Thomas I. Parkinson’s admo- 
nition to the life agents at the Washing- 
ton convention will not be unheeded. He 
urged the conservation of the first hun- 
dred billions while creating the second. In 
brief, cut that unnecessarily high lapse 
ratio to a more seemly figure through a 





more intelligently planned selling effort 
and through a consistent and earnestly 
prosecuted effort to hold business that is 
obviously on its way to lapsation. 

Mr. 
opinon that a ten per cent reduction in 
the lapse ratio would result in a twenty 


It was Parkinson’s expressed 


per cent production increase. <A victim 
of lapsed insurance can never hold him- 
self in high esteem and the usual outcome 
is that the business loses a booster only 
to be burdened with a walking billboard 
of discontent and ill will. Agents every- 
where should bend every effort to sell a 
thorough respect and appreciation of life 
insurance with every policy delivered. 
‘When the buyer of insurance is made to 
appreciate the sacred obligations which 
are the spirit of life insurance he will be 
slow to borrow on his policy except in 
cases of real emergency. And when pol- 
icy loans are reduced to such needs the 
lapse ratio may be expected to decline. 





Borrowing for Speculation 

OLICY reserves are unquestionably 

being diverted into speculative chan- 
nels. No, the companies are not with- 
drawing their funds from legitimate and 
conservative investments and _ turning 
them into Wall Street, but policyholders 
are cashing in their policies and borrow- 
ing up to the hilt and then playing the 
market. 

Unquestionably this explains in part 
the heavy loans and high lapse ratio of 
which some of the companies are com- 
plaining. The president of a Southern 
company noticed that his company’s loans 
and surrender values were mounting. 
This put him on his guard. He gave in- 
structions that a memorandum be made 
of the names of some of the persons who 
called at the home office to withdraw 
these funds. Then he sent an officer of 
the company out quietly to make the 
rounds of the brokerage offices and 
bucket shops in the city, 

In some of the establishments, the in- 
vestigator found firemen, policemen, lab- 
orers and small wage earners, gambling 
on small margins. 

All of this sounds like a story meriting 
front page space with a streamer head in 
a yellow journal, but it is a solemn fact, 
vouched for to THE SPECTATOR by a re- 
sponsible and reputable executive. 


Editorial 
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Investment Trust Organization 
and Management 

A new and revised edition of Investment 
Trust Orgarization and Management, by Leland 
Rex Robinson, has just been issued by The 
Ronald Press Company. 

Mr. Robinson is well known as the president 
of the Second International Securities Corpor- 
ation, director and member of the executive 
committee of the International Securities 
Corporation of America, trustee of the Invest- 
ment Trust Associates; and lecturer in Invest- 
ment Trusts, Columbia University. 

When the first edition of the Investment 
Trust Organization and Management was issued 
in 1926, investment trusts were relatively few 
in this country, and much of the information 
contained in the first edition was based upon 
experience in foreign countries. In the period 
since then, however, the idea of diversifying 
investments by means of investment trusts 
has spread largely in this country. This 
changed condition has served to render the 
present edition of the book named almost the 
equivalent of a new work upon the subject, 
and makes it much more than an ordinary 
revision and enlargement. 

The scope of this excellent and informative 
book, is well indicated by the chapter titles 
which are as follows: What Investment Trusts 
are and Reasons for Their Development; 
Classificatioa of Investment Trusts; The Con- 
stitution of Contractual Investment Trusts; 
Securities Issued by Contractual Investment 
Trusts; Legal Structure of Statutory Invest- 
ment Trusts; The Structure of Statutory In- 
vestment Trust Capital; Forms and Conditions 
of Investment Trust Borrowing; Taxation; 
Distribution and Market for Investment Trust 
Securities; Investment Problems and Policies; 
Safe-Keeping and Protection of Securities; 
Accounting Policies and Methods; Resume of 
Accounting Procedure; Reserves. Dividends, 
and Management Remuneration; American 
Application of Investment Trust Principles; 
American Investment Trust Managemeni 
Groups; High Spots in the American Develop- 
ment; Regulation and Outlook. 

In addition to the book proper, there are 
several appendices which deal with Bibliography 
and Reference Sources; Paid-In Share, 
Debenture, and Bond Capital of American 
and Canadian Investment Trust Companies and 
Funds According to Principal Groupings; Or- 
ganization and Franchise Taxes of Several 
States; Some Typical Investment Restrictions 
Adopted by American Investment Trusts; Re- 
port of the Committee on Investment Trusts 
of the National Association of Securities 
Commissioners. 

The price of this illuminating work is $7.50 


per copy. 


Gains for September 
The gain in paid business of the Lincoln 
National Life Insurance Company, of Fort, 
Wayne, Ind., for the month of September, 
1929, over the month of September, 1928, was 
$8,614,040. 


Life Insurance 


Contest Winners Announced 

The winuers in the Policyholders’ Service 
Month contest, held by the Lincoln National 
Life Insurance Company, have been announced. 
J. J. Malarney, of Pontiac, Mich., was awarded 
first place for having written and paid for the 
largest volume of business on the lives of old 
policyholders during the contest. H. E. Camp- 
bell, of Columbus, Ohio, won second place in 
the volume of business produced. 

L. R. Lay, of El Paso, Texas, was awarded 
first place during the contest for having written 
the largest number of applications, on the lives 
of old polizyholders. J. A. Sandham, of Cass 
City, Mich., won second place in this classifi- 


cation. 


New York Life Lends $11,512,500 in 
Greater New York Area 

New York Life Insurance Company during 
the first nine months of 1929 made 2,795 mort- 
gage loan investments amounting to $54,367,092 
and accommodating 8,555 families. These loans 
were distributed throughout 261 cities within 
37 States and the Dominion of Canada. 

The total outstanding mortgage loan invest- 
ments of the company on October 1, 1929, were 
30,262 loans for $555,347,000. 

Of the total of $54,367,092 loaned in the 
first nine months of the year, 62 loans for 
$11,512,500 were made in the Greater New 


York area. 








New Wout Life Directors 


The success of any Company is primarily a matter 
of management—that is, of MEN. 
is a list of Directors, New York Life Insur- 
ance Company, the most recently elected 
being Calvin Coolidge: 


Following 





LAWRENCE F. ABBOTT 
JOHN E. ANDRUS 
NATHANIEL F. AYER 


Director Valentine & Co. 
Manufacturer 
Textiles 








CORNELIUS N. BLISS........... .Commission Dry Goods 


MORTIMER N. BUCKNER. .Chairman of Board, New York 
Trust Co. 


THOMAS A. BUCKNER Vice-President 
NICHOLAS MURRAY BUTLER. . Pres’t Columbia University 
CALVIN COOLIDGE. .Former President of the United States 
GEORGE B. CORTELYOU Pres’t Consolidated Gas Co. 
WALTER W. HEAD Pres’t State Bank of Chicago 
CHARLES D. HILLES insurance Manager 
ALBA B. JOHNSON............. Retired, Philadelphia, Pa. 
PERCY H. JOHNSTON... .Pres’t Chemical Bank & Trust Co 
WILLARD V. KING. .Chair. Advisory Board, Irving Trust Co. 
DARWIN P. KINGSLEY 
RICHARD I. MANNING....Farmer, Columbia, So. Carolina 
SOREN G. DRERGBN o.oo iis covissirenseeeesccremunes Lawyer 
GERRISH H. MILLIKEN Deering, Milliken & Co. 
FRANK PRESBREY Frank Presbrey Co., Advertising 
JOHN J. PULLEYN......Pres’t Emigrant Ind. Savings Bank 
FLEMING H. REVELL... .Fleming H. Revell Co., Publishe _ 
GEORGE M. REYNOLDS Chairman of Executive Committee 
Continental Illinois Bank & Trust 
Co., Chicago 
HIRAM R. STEELE Steele, DeFriese & Steele, Lawyers 
JESSE ISIDORE STRAUS. .President R. H. Macy & Co., Inc. 
RIDLEY WATTS Ridley Watts & Co., Dry Goods 
Commission 
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Trust Development Con- 
ference in Session 


Meeting in New York Attended 
by Hundreds of Executives 
and Life Underwriters 





Prominent Officials on Program 





Meeting Held Under Auspices of 
Equitable Trust Company of 
New York 





About 100 officials from out-of-town banks 
and trust companies and several hundred New 
York life insurance underwriters attended the 
opening sessions of the Trust Development Con- 
ference at the Astor Hotel, Monday. This con- 
ference, which is being held under the auspices 
of The Equitable Trust Company of New York, 
will continue through Wednesday. 

In addition to addresses by prominent insur- 
ance company officials, the conference will in- 
clude a complete presentation of the methods 
pursued by The Equitable Trust Company in 
developing its insurance trust program. 

Participants in the conference were welcomed 
at the forcnoon session by Arthur W. Loasby, 
chairman of the board of The Equitable Trust 
Company, who expressed the opinion that there 
should be more frequent meetings at which rep- 
resentatives of trust companics and life insur- 
ance companies might discuss together the im- 
portant question of estate conservation, in which 
they are mutually interested. 

“In the last 10 or 15 years,” said Mr. Loasby, 
“the trust companies—and I am not speaking 
particularly of New York trust companies be- 
cause they have always been more highly de- 
veloped in this field of endeavor—but the trust 
companies throughout the country, have made 
great progress in the handling of estates. It 
seems to me that this is the beginning of a 
great movement for the creation and the con- 
servation of wealth. 

“See what it will mean if through efforts of 
this kind the trust officers throughout this land 
can understand the insurance man’s business 
and not for direct profit but for the benefit of 
the whole cause, urge the purchase of life in- 
surance, and the insurance man in turn urge the 
creation of life insurance trusts. It will lead to 
great development and the great conservation of 
wealth.” 
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VIEWS LIFE TRUST AS ESSENTIAL 
COMPANY MACHINERY 

Major Roger B. Hull, Managing Di- 
rector and General Counsel, National 
Association of Life Underwriters, in 
his address before the Trust Develop- 
ment Conference, said, “I think the 
institution of life insurance itself has 
also been remiss in respect to trust 
service education. I look forward to 
the day not so far distant when each 
one of our great life insurance com- 
panies may have its own Insurance 
Trust Department, properly officered 
and equipped just as it is in this great 
financial institution whose guests we 
are today. Then. and in my opinion, 
only then, will we have set up the es- 
sential machinery for the correct es- 
tablishment of a far-seeing and far- 
reaching program of training and edu- 
cation for this field of cooperative en- 
deavor. 











Speakers on Monday’s program were as fol- 
lows: J. N. Babcock, vice-president, The Equit- 
able Trust Company of New York; Reuben A. 
Lewis, Jr., executive manager, Trust Com- 
pany Division, American Bankers Association; 
Roger B. Hull, managing director and general 
counsel, National Association of Life Under- 
writers; Thomas I. Parkinson, Equitable Life 
Assurance Company; and Nathaniel H. See- 
furth, president, National Service Publications, 
Inc. 


Ayars to Make New Connection 

George W. Ayars, first vice-president of 
the National Association of Life Underwriters 
will leave his post with the Phoenix Mutual 
in California as soon as he can be relieved of 
his duties, in order that he may be free to 
consider other offers. 

Last year Mr. Ayars was in charge of the 
membership campaign of the National Associa- 
tion and under his leadership the Association 
reached the highest membership in its history. 

Mr. Ayars is well and favorably known in in- 
surance circles throughout the entire country. 


Texas Convention Date 
AustTIN, Tex., Oct. 21—The Texas Under- 
writers’ Association will hold its annual con- 

vention at Dallas, beginning Oct. 26. 


Old Colony Injunction 
Is Lifted 


Again Writing Insurance Under 
Direction of Present Board 
of Officers and Directors 





Will Liquidate Florida Realty 





Report of Master in Chancery Favor- 
ing Company Upheld in Circuit 
Court 





Cuicaco, Oct., 23.—The Old Colony Life In- 
surance Company of Chicago went back to its 
present officers for operation and now is writing 
insurance again as a result of the dissolution by 
Judge Michael Feinberg of Circuit Court of the 
injunction obtained by the state April 27. The 
lifting of the injunction came when Judge 
Feinberg accepted without change the report of 
Master in Chancery Max M. Korshak allowing 
the company a surplus of $1,209,166 instead of 
the deficit of $485,000 claimed by the state. 


The master’s report has been pending before 
the court for several weeks. 

“The court should always hesitate to put a 
company in the hands of a receiver when doubts 
exist on charges that the company has no as- 
sets,” Judge Feinberg said. “A company once 
in the hands of a receiver can never rise, while 
the state may bring further action if its case 
is sound. The state should have been more 
careful in its examination.” 

The court thus was referring to the fact that 
the appraisers for the state who had viewed the 
Florida acreage of the company, the principal 
item on which the receivership action was based, 
had not discovered the presence of valuable 
phosphate deposits proved up by the company. 
However, the officials of the company have de- 
clared that the presence of these deposits were 
unknown to them when they obtained the Flor- 
ida property through foreclosure of a mortgage 
for $665,000 and that their presence was discov- 
ered by accident during the taking of testimony 

Attorneys for the company announced that 
the company now is negotiating for the sale of 
its Florida holdings with a view to converting 
this controversial item into cash immediately 
so that it can become an asset of unquestion- 
able value. They say that the company expects 
to sell the land for twice what it paid for it. 


Life Insurance 


Judge Byron K. Elliott 


Officers of the Convention 
Charles W. Gold 


Wendell P. Coler 


American Life Convention 


Convention will be celebrated in 1930, 
in Chigao, and Charles W. Gold, vice- 
president of the Jefferson Standard Life Insur- 
ance Company, of Greensboro, N. C., will pre- 
side as president. If that convention is as 
comprehensively programmed, if the subjects 
are as timely and if the speakers as interesting 
as were those of the 24th annual convention, 
presided over by Clarence L. Ayres, president 
of the American Life, Detroit, which closed 
Friday at the hotel Sinton, in Cincinnati, then 
it will be storied as worthwhile and a success. 
The gathering of the American Life Conven- 
tion this year attracted by far the largest 
attendance in the history of the organization. 
The program had been carefully planned and 
included addresses on practically every present, 
as well as anticipated, problem which confronts 
the life insurance company. To this was added 
a list of speakers whose specialized knowledge 
of the subjects which they were to discuss, 
made them outstanding in their profession. 
This accounted for the preliminary interest 
That these speakers 


T HE Silver Jubilee of the American Life 


which drew the crowd. 
measured up to the advance estimate was proved 
by the sustained enthusiasm and large attend- 
ance at every session, as well as by the sub- 
sequent discussion which the addresses pro- 
voked in the corridors and rooms of the hotel. 
So well balanced were the sessions and so 
timely were the subjects, that it is impossible 
to select the dominating topics. 

Following the sessions of the legal section, 
on Tuesday, the 24th annual session of the 
convention proper, opened on Wednesday morn- 
ing, with an address of welcome by Charles 


Life Insurance 


By Thomas J. V. Cullen 


S. Younger, Superintendent of Insurance of the 
State of Ohio. Mr. Younger stressed as the 
primary end of life insurance, payment of 
losses, and spoke of the rigid scrutiny to which 
life insurance companies are subjected because 
of their position as distributors of confidence. 

Outstanding in the presidential address of 
Clarence Ayres, was a call for adequate rates 
and reserves for the disability feature of the 
life insurance policies or elimination from these 
contracts of the partial disability feature. Re- 
viewing the taxation situation, Mr. Ayres gave 


John M. Laird 


the opinion that life insurance companies carry 
too high a tax burden. Stressing the high 
character of the tremendous responsibility which 
life insurance companies exercise in the trustee- 
ship of policyholders’ fund, President Ayres 
decried speculation in life insurance stocks by 
these officials. 

John M. Laird, chairman of the program 
committee, read the Coolidge letter of endorse- 
ment to the Convention. This was presented 
in last week’s issue. Greetings were extended 
to the convention on behalf of the National 
Convention of Insurance Commissions by Ray 
Yenter, of Iowa, chairman of the executive 
committee of that body; Jesse Clark, president 
of the Union Central Life Insurance Company, 
for the Association of Life Insurance Presi- 
dents; Roger B. Hull, for the National Asso- 
ciation of Life Underwriters, and Terrence F. 
Cunneen, who gave an intimate picture of the 
insurance work in the United States Chamber 
of Commerce. 

Claris Adams, presenting his report as sec- 
retary and general counsel, voiced the general 
feeling of concern regarding the aviation hazard. 
The writing of passengers could be undertaken, 
he felt, without undue disturbance to the regular 
mortality rate, but at the present time amateur 
and professional fiiers themselves present a 
serious hazard which calls for almost prohibitive 
rates. 

At this point, Byron K. Elliott, the new 
general counsel and Wendell P. Coler, the new 
secretary and actuary, were introduced. 

On one Wednesday afternoon, Walter W. 
Head, president of the State Life Bank, Chi- 
cago, and former president of the American 
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Bankers Association, delivered an address styled 
“This modern age.” Speaking on the future 
developments of life insurance in the twentieth 
century, Mr. Head said “Insurance thus far 
has been developed particularly in two fields, 
protection and dependence after the death of 
the insured, and protection of a business en- 
terprise against immediate loss. The two most 
compromising fields were future developments, 
he mentioned. as health insurance and insurance 
against unemployment resulting from old age. 

Following his address, there was a session of 
the home office management section, with 
Chairman Roy M. Jones presiding. This group 
listened to a very illuminating talk by Phillip 
Burnet, president of the Continental American 
Life Insurance Company, of Wilmington, 
Del., on budgeting of a life insurance com- 
pany. He pointed out that the company can 
satisfactorily upbuild the substantial surplus 
with which to increase policy dividends and 
reduce net cost by an expense budgeting. Mr. 
Burnet outlined the practice of his company 
in basing its expense for the ensuing year on 
the experience of the past year. 

The meeting closed with an address by Ed- 
ward E. Reid, managing director of the London 
Life Insurance Company, of London, Ont., on 
problems confronted in the home office. Mr. 
Reid’s paper is given elsewhere in this issue. 

That evening the convention resolved itself 
into three groups. The financial section pre- 
sided over by Robert J. Merrill, of the United 
Life and Accident; the home office section, 
with Roy Jones presiding; and the agency 
section with W. T. Webb of the National Life 
of U. S. A., presiding in the absence of the 
chairman, W. T. O’Donohue, of the Jefferson 
Standard Life Insurance Company. 

At the meeting of the financial section E. Lee 
Trinkle, vice-president of the Shenandoah Life 
Insurance Company, Roanoke, Va., and a 
former Governor of Virginia, made a stirring 
and eloquent extemporaneous plea on behalf of 
the farmers, contending that the financial offi- 
cers of life insurance companies and the bankers 





American Life Convention 
Officers 


President, Chas. W. Gold, Vice-Pres- 
ident, Jefferson Standard Life Ins. Co., 
Greensboro, N. C. 

General Counsel, Byron K. Elliott. 
a ean and Actuary, Wendell P. 
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EXECUTIVE COMMITTEE 

Chas. W. Gold, Vice-President, Jef- 
ferson Standard Life, Greensboro. 

Clarence L. Ayres, President, Amer- 
ican Life, Detroit. 

C. B. Robbins, President, Cedar Ra- 
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Daniel Boone, President, Midland 
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O. J. Arnold, President, Northwest- 
ern National Life, Minneapolis. 

John M. Laird, Vice-President, Con- 
necticut General Life, Hartford. 
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= Secretary, Guardian Life, New 
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of this country should not arbitrarily refuse 
to make farm loans, but should recognize that 
farm loans properly made are still a very good 
investment. 


He pointed out that by helping the farmers 
to regain their former position in our national 


financial strutcure the life insurance companies 
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and other business institutions which in the 
past have been compelled to take over some 
farm properties through foreclosure proceedings 
will in reality be aiding themselves by bolster- 
ing up the agricultural situation and creating 
a new demand for farm properties. 


He added that institutions that had loaned 
too highly on farm mortgages during the 
periods of peak prices should not now blame 
and penalize the farmer for their own mistakes. 

He contended that unless agriculture is 
enabled to firmly reestablish every industry 
will be menaced. 

“When the day arrives that 
properly made are not good and safe invest- 
ments this country itself will not be safe” 
he added. 

In conclusion he said that the financial officers 
of life insurance companies in co-operation with 
the bankers of this country can do more 
toward farm relief than any or all government 
agencies by giving consideration to the farmers 
who may seek to obtain loans on farm proper- 
ties and by aiding them to work out the finan- 
cial problems over a long enough period. 

D. T. Torrens, vice-president and loan officer 
of the Kansas City Life Insurance Company, 
Kansas City, Mo., discussed briefly the ques- 
tion of farm erosion, saying that in his opiniom 
real farm relief will come quicker by the 
Federal Government stopping erosion of farm 
property than in any other way. 

“Unless the United States does pay serious 
attention to erosion within ten years there will 
be no need for farm relief loans to take care 
of an agriculture surplus; because there will 
be no surplus” he added. 

E. E. Murray, of Nashville, Tenn., president 
of the Mortgage Bankers Association of Amer- 
ica, was presented to the section and extended 


farm loans 


greeting from his organization. 

He expressed the belief that the investment 
departments of life insurance companies are 
exercising a stabilizing influence on the general 


(Continued on page 14) 
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The noteworthy achievements of the Kansas City Life can be ascribed, in 
no small measure, to the inspiring leadership of its President, Mr. J. B. 
Reynolds. 


During the twenty-five years of his incumbency this company progressed 
from an obscure, struggling young enterprise in 1904 to the enviable position 
it enjoys today, leading all Legal Reserve Life Insurance Companies or- 
ganized since 1895, writing strictly standard risks. 


It is fitting, therefore, that the event of his Silver Anniversary of Service 
be commemorated. 


Gains errr In the span of twenty-five years the volume of insurance in force has been in- 
creased from about $2,500,000 to more than $415,000,000, which sum is carried 
on the lives of more than 185,000 policyholders. Its investments in this period 

have increased from $300,000 to more than $55,000,000. 


Annual 


In 1904 a few agents in two or three states produced a few hundred thousand 
P d . dollars of insurance a year. During 1929 more than 2500 agents covering 39 
rodauction.. states and the District of Columbia will produce $100,000,000 in new business 


Modern 


Constantly on the alert to meet the demands for improved contracts of insur- 
ance, the Kansas City Life has always been a leader, being the first company to 
Contracts adopt the double indemnity and total disability benefits into life policies. Today 
¢¢¢ we issue all the modern forms of life, endowment, income and annuity contracts 
adaptable to any condition. Non-medical issued up to $5,000 and to age 45. 


Future The integrity of administration, the great care exercised in the selection of risks’ 
the unusual investment opportunities with substantial interest returns offered, 

Guarantee om combined with the policies of this Company in its adopted methods of cooper- 
ation and education, guarantee an agency organization assured of continued 
prosperity and growth. 


Kansas City Lire INSURANCE COMPANY 


J. B. Reynolds, President Home Office: KANSAS CITY, MISSOURI 


C. N. Sears, Secretary 
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James A. Fulton Is President 
of Home Life 


Former President Low Continues 
Executive Head of Company as 
Chairman of Board 


President Ethelbert Ide Low, of the Home 
Life Insurance Company of New York, an- 
nounced today the election of James A. Fulton 
as president of that company, effective Novem- 
ber 1. 

Mr. Low will become chairman of the board. 
The announcement made it clear that Mr. Low 
continues as executive head of the company and 
will be as active in its affairs in the future as 
he has in the past. 

Mr. Low’s announcement to the company’s 
agency organization said in part: 

“It is our desire to make use of Mr. Fulton's 
ability and knowledge of the life insurance busi- 
ness to the fullest extent. Our great increase in 
business during the last few years and our plans 
for the future will require many changes. As 
president, Mr. Fulton will be in a position to 
give most effective aid in these changes. He 
will continue as head of the agency department. 
Mr. Fulton will take over certain phases of the 
work that I have heretofore handled. This will 
enable me to concentrate with greater effective- 
ness on certain major problems of the company’s 
development.” 

Mr. Low became president of the Home Life 
a little less than six years ago, prior to which 
time he was a successful lawyer with many 
business interests. Under his direction the com- 
pany has made remarkable progress and is rec- 
ognized as one of America’s most progressive 
life insurance institutions. 

Mr. Fulton, like Mr. Low, is a lawyer, al- 
though he has spent nearly his entire business 
career in the life insurance business. He was 
successively an agent in the field, agency man- 
ager and vice-president of the Continental 
American of Wilmington, Del. 

He came with the Home Life in March of 
1927 as superintendent of agencies. In May, 
1928, he was advanced to the position of agency 





HOME LIFE PRESIDENT 





James A. Fulton 


vice-president and, in May, 1929, was made a 
director. He is forty years old. 

The combination of an active chairman of the 
board who is in the prime of life and the type 
of able executive that Mr. Low has proved him- 
self, and a president who is a vigorous builder 
such as Mr. Fulton, should result in great things 
for this splendid sixty-nine year old mutual com- 
pany. 


Recognition of Service by 
Connecticut Mutual 

At a special mid-day meeting of the entire 
home office staff of the Connecticut Mutual 
Life Insurance Company, October 15, service 
medallions were presented to thirteen members 
of the staff in recognition of their completing 
ten years of service with the company. Each 
year the company has presented similar medal- 
lions to employees who have been in service 
for periods of ten years or more. 
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State Life of Illinois Elects 
Officers 


Wilbur Wynant Chosen to Head 
Strong Board of Officers and 
Directors—Capital Increase 

Curcaco, Itt., Oct. 22.—At a meeting of the 
stockholders and directors of the State Life 
Insurance Company of Illinois today the fol- 
lowing officers were elected: 

Chairman of the board and president, Wilbur 
Wynant; vice-president, C. S. Williston; sec- 
retary, J. O. Karstrom; treasurer, A. C. Stock- 
ton; executive committee, Charles Ephgrave, C. 
S. Williston, A. C. Stockton. 

Directors—John A. Armbruster, Habel, Arm- 
bruster & Larson, flour merchants; Telfer 
MacArthur, president, Pioneer Publishing Com- 
pany, director, Central Life Insurance Company 
of Illinois; E. C. Steffens, former president 
State Life of Illinois; C. S. Williston, attorney, 
Pullman Company, director, First National 
Bank of Elmhurst, Ill.; Albert M. Pike, L. V. 
Pike Dairy, Aurora, Ill.; Dr. C. P. Schell, 
medical director, State Life of Illinois; William 
F. Jensen, director, Dupage Trust Company; 
Fred Knoop, secretary, Knoop Department 
Stores; Henry Ehle, builder and contractor, 
Fort Wayne, Ind.; Otto Freund, treasurer, Wm. 
G. Freund & Sons, engravers, director, Rogers 
Park National Bank; Norman A. Nelson, pro- 
prietor Nelson Restaurants; A. C. Stockton, 
treasurer, State Life of Illinois, vice-president, 
Standard Forgings Company; Charles Eph- 
grave, vice-president and secretary, Carson Pe- 
troleum Company; Wilbur Wynant, president, 
State Life of Illinois; J. O. Karstrom, secre- 
tary, State Life of Illinois. 

Mr. Wynant, the new president, is well known 
as former president of the Toledo Life, vice- 
president of the Cleveland Life, and president 
of the Gary National Life. Under him the 
company will start an aggressive campaign for 
business, and will immediately increase its capi- 
atl to $200,000, and the company will also take 
in the stockholders of the proposed Fort Dear- 
born National Life of Chicago, which is now in 
process of organization. 











BE it for personal or business protection, or for home and 

family, with settlement of the proceeds by lump sum 
or by instalment or ineome payments. Annuity contracts 
in ~ forms. Total Disability and Double Indemnity 
issu 


Special policies covering Partnership Agreements, Funds 
© guarantee a College Education, to provide Bequests, to 
cover Mortgages, Inheritance Taxes and Estate Shri 
—thus making certain the carrying out of almost any program 
nvolving Life or Money salues. | 4 «<* 


Group insurance has been issued since 1924. The Com- 
pany now issues Wholesale and Salary Deduction insurance, 


Surplus over all Liabilities, $38,667,784 
Reserves, $447,834,175 
Other Liabilities, $9,669,748 
Total Assets, $496,171,707 











JOHN HANCOCK SERIES 


Whatever Your Life Insurance Needs 
There is a JOHN HANCOCK POLICY to Fill Them 


OVER SIXTY-FIVE YEARS IN BUSINESS 





to which was added in 1928 Group Accident and Sickness 
insurance, and Group Accident and Dismemberment insur- 
ance. 


Investments are of high quality, carefully distributed a 
to farm and city mortgage loans, public utilities, govern 
ment bonds and railway securities. 


Dividend payments are at the highest scale in the Com- 
pany’s history. There has been a Fay reduction ia 
annual cost to policyholders during the past seven years, 
while in the same period the Company has doubled ite 
outstanding insurance and financial resources. 


Address Inquiry Bureau 





Lire INSURANCE COMPANY 


oF BOSTON, MASSACHUSETTS 














THE SPECTATOR 
October 24, 1929 


iiechaaiinanenine’ 


UNQUESTIONABLY 


We have the finest disability contracts 
available today. A full line of non- 
cancellable, non-medical and other at- 
tractive policies. 


Some good territories may be had in 
Michigan, Pennsylvania, Indiana, II- 
linois, Missouri and California. 
Inquiries invited from underwriters 
who know the best. Liberal contracts 
to producers. 


INCOME GUARANTY COMPANY 


Income Building 
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SOUTH BEND, INDIANA 
Stock Company, Authorized Capital, $1,000,000 
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Southern Railway Employees 
Sign Huge Contract 





Group Annuity Underwritten by 
Equitable Society; Accident and 
Health by Provident Life 
Southern Railway System Employees’ Pen- 
sion Association, an association duly organized 
and incorporated, announces, through its 
executive committee, the creation of an ex- 
parte pension plan and a plan of group acci- 
dent and health insurance protection available 
to employees of the Southern companies, to 
which plans the Southern Railway Company 

and its affiliated companies have assented. 


The contracts for underwriting these two 
plans of insurance protection, probably the 
largest of their kind ever awarded, affording, 
in conjunction with a plan of group life insur- 
ance now available to the Southern’s employees, 
complete protection against the hazards of death, 
disability and dependent old age to approxi- 
mately sixty thousand employees, producing an 
annual premium in excess of two million dollars. 


The association selected the Equitable Life 
Assurance Society of the United States to 
underwrite its pension or old) age annuity 
scheme, and the Provident Life and Accident 
Insurance Company of Chattanooga, Tenn., to 
carry the group accident and health protection 
at premium rates substantially less than those 
heretofore charged for individual accident and 
health protection. 

After the selection by the committee of the 
companies to underwrite the two plans of in- 
surance, the details were engineered and worked 
out by W. J. Graham, vice-president and G. 
Powell Hamilton, director of pensions of the 
Equitable for the pension scheme, and H. C. 
Conley, vice-president of the Provident Life 
and Accident Insurance Company of Chatta- 
nooga for the group accident and health pro- 
tection. 

All employees of the Southern and its affil- 
iated companies with a continuous service 
record of two years with either of such com- 
panies who are under seventy years of age 
are eligible for membership in the pension 
scheme. 

All employees of such companies, regardless 
of length of service, age, sex or color who are, 


at time of application, actively in the service 
of either such companies are eligible for mem- 
bership in the group accident and health plan 
without medical examination, provided applica- 
tion for membership is made within sixty days 
from November 1, 1929, or within sixty days 
after entering the services of either such 
company. 

Southern Railway Company has delegated 
Mr. A. H. Plant, assistant to president of that 
company, as the officer of Southern Railway 
System to direct and handle such of the details 
of the pension plan as devolve upon the Railway 
organization. 


Diplomas Are Presented to Life 
Underwriters 

The Canadian Life Underwriters Association 
held a meeting at the Chateu Laurier, Ottawa, 
on the 13th inst. The meeting was addressed 
by A. K. Courtice of Toronto, who spoke on 
“Estates, Wills and Succession Duties.” The 
meeting was presided over by W. J. Dalton. 
A presentation of diplomas to successful candi- 
dates for the degree of Chartered Life Under- 
writer of Canada was made by W. Lyle Reid. 
Those receiving diplomas were: E. Sparling 
and W. D. Murphy, of the Canada Life; D. 
R. Gourlay of Mutual Life; and E. R. Code, 
of Excelsior Life. 
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Medical Directors Meeting in 
Newark 


Representative and Nationally Known 
Life Company Officials Open An- 
nual Meeting in Newark Today 

Newark, N. J., Oct. 23.—Leading life in- 
surance medical authorities representing all 
sections of the United States and Canada will 
meet in this city on Thursday and Friday, 
Oct. 24 and 25, as delegates to the fortieth 
annual convention of the Association of Life 
Insurance Medical Directors of America. 

Dr. J. Ailen Patton, medical director of the 
Prudential Insurance Company of America, is 
president of the organization, and the sessions 
will be held at the home offices of that com- 
pany. 





Speakers Scheduled 


The first meeting, scheduled for Thursday 
morning, wiil be opened with an address by 
the president. Then papers will be read by 
Drs. Lewis F. MacKenzie, Philip V.. Wells, 
Edwin G. Dewis and Lauritz S. Ylvisaker, all 
of the Prudential. Their subject will be 
“Functioning Tests of the Circulation,” dis- 
cussion will follow, in which the participants 
will include: 

Yandell Henderson, Ph.D., professor of 
applied physiology at Yale University; Dr. 
Harold M. Frost, New England Mutual Life; 
Dr. Oscar H. Rogers, New York Life; Dr. 
William Muhlberg, Union Central Life, and 
Dr. Henry W. Cook, Northewestern National 
Life. 

Dr. Harry W. Dingman, vice-president and 
medical director of the Continental Assurance 
Company, will address the meeting. His topic 
will be “Disability and Digestive Disorders.” 

Another paper to be presented at the Thurs- 
day morning session will be “Cardiography 
and Oscillometry in Life Insurance Selection.” 
This will be read by Dr. Frederick G. Brath- 
waite, of the Equitable Life Assurance Society 
of the United States. Dr. Herbert Old, of 
the Provident Mutual, and Dr. Gordon 
Wilson, of the Maryland Life, will participate 
in the discussion. Leading figures in the med- 
ical profession will be included on the program 
for Thursday afternoon and Friday. 
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Southern Union Life Reported 
Sold to E. P. Greenwood 





President of Great Southern Life 
Acquires Entire Capital of 
Fort Worth Company 

Fort WortH, TEx., Oct. 22.—The entire stock 
of the Southern Union Life Insurance Co. of 
Fort Worth has been sold to E. P. Greenwood, 
of Dallas, president of the Great Southern Life 
of Houston. No announcement has been made 
yet as to the merger of the companies or other 
consolidation. The Southern Union was organ- 
ized in 1909 and has a capital of $250,000. Its 
admitted assets as of January 1, 1919, were 
$6,555,503 and it had $56,187,949 insurance in 
force on that date. The company has made 
substantial gains from its writings during the 
first ten months of 1929. The Great Southern 
was organized the same year. Its present capi- 
tal is $2,400,000. According to its last financial 
statement its admitted assets were $25,585,901 
and its insurance in force was $189,893,952. 
This company recently acquired the Louisiana 
State of Shreveport by purchase. 

Coinicident with the announcement of the sale 
of the stock of the Southern Union it is reported 
that a group of capitalists here are organizing 
the Planet Life, which will ave its home of- 
fices in Fort Worth. 


Moriarity Visits Agency 

John J. Moriarty, vice-president of the 
Missouri State Life Insurance Company, was the 
principal speaker at a meeting on October 12 
held at the company’s E. P. Parks General 
Agency in Taylorville, Ill. He called attention 
to the record of Homer F. Fultz who has 
been a member of the Park Agency for the 
past fourteen years. For seven years he has 
qualified for membership in the company’s 
quarter million by writing a minimum of 
$250,000 life insurance during the club year. 


Employees’ Association Elect 

P. J. Mansmann was elected president of the 
Reliance Lite Employees’ Association yesterday 
at the annual election held in the home office 
of the Reliance Life Insurance Company of 
Pittsburgh, Farmers Bank building. Other 
officers are: Vice-president, J. V. Kelly; sec- 
retary, Miss Anna Jordan; treasurer, H. A. 
Grab; and board of governors, R. J. Kenmuir, 
Jr., A. D. West and E. P. Preisinger. 


Best Period in History of Protective 
Life 

BIRMINGHAM, ALA., Oct. 20.—At a recent 
meeting of the board of directors of the Pro- 
tective Life of Birmingham, Sam Clabaugh, 
president, gave an account of business for the 
year, stating that the company’s ordinary busi- 
ness is about 20 per cent more than last year 
and that the insurance written exceeds that of 
any similar period in the company’s history. 


BirMINGHAM, ALA., Oct. 20.—The Protective 
Life of Birmingham has just written a group 
policy for employees of the Republic Iron and 
Steel Company about 2000 in number. 
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Managers School in Session 
at Philadelphia 


Comprehensive Program Under Di- 
rection of J. M. Holcombe, Jr., 
Head of the Sales Research 
Bureau 

PHILADELPHIA, Oct. 22——One of the most 
progressive plans ever adopted by a life insur- 
ance organization was put into operation this 
afternoon when the Managers’ Committee of the 
Philadelphia Association of Life Underwriters 
started what may be termed a six-lesson mana- 
gers’ school under the direction of John Mar- 
shall Holcombe in co-operation with the Life 
Insurance Sales Research Bureau. 

Last year, the Managers’ Committee took the 
main problems of the general agent and man- 
ager and then had a leading authority on each 
problem speak at the various luncheon meet- 
ings and tell how he did it. 

This year, however, the committee has gone 
even further. It believes that general agents and 
managers should, every once in a while, go back 
and take up again the basic facts of a manager’s 
problems. With this view in mind, Fred C. 
Pierce, chairman of the Managers Committee, 
communicated with the Bureau and secured the 
devices of Holcombe. 

The Managers’ Committee this year will hold 
only six meetings, the December meeting being 
eliminated because of the Christmas holidays. 
There will be no outside speakers but, after Mr. 
Holcombe has finished his lectures, there will be 
an open forum on the part of the committee 
members. 

The first of the meeting-classes today found 
one of the largest attendance at the Bellevue- 
Stratford that the committee has ever had. 





Equitable of Iowa Writes 33.6 Per 
Cent from Policyholders 

During the first nine months of the year the 
business paid for on the lives of policyholders 
was 39.6 per cent of the total production of 
the Equitable Life of Iowa. C. L. Barbee of 
the Kansas City agency was the leading pro- 
ducer in business from policyholders during 
September and secured his entire production 
of $74,900 from holders of policies in the 
Equitable Life of Iowa. 


Further Additions Are Invited 


Shortly after the recent annual edition of the 
Prominent Patrons of Life Insurance Number 
of THE SPECTATOR was issued, an insurance 
broker called our attention to an omission of the 
name of an individual whom he knew as the 
owner of over two millions of life insurance. 
This large policy insurer was Col. Edward Sim- 
mons, president of the Simmons-Bordman Pub- 
lishing Company, New York. Another who has 
nearly reached the million mark is Dr. A. C. 
Surber, of Muncie, Ind. These two names are 
the first to be recorded for the next periodical 
revision of the list. Further additions or cor- 
rections are invited. 













Full Coverage 
For $1.00 a Month 


Our Big Dollar Policy gives full cover- 
age from day policy is issued, at flat 
ate of $1.00 a month at all ages. It 
‘ncludes Double and Triple Indemnity 
benefits and carries liberal non-forfeiture 
values in the form of paid-up or extended 
insurance, together with generous old age 
cash surrender values. Issued to risks 
from age one day old and up. 


This is the easiest selling Jife insurance 

offered anywhere, and affords exceptional 

opportunities for wide-awake agents. 
Write for territory to 


Agency Superintendent 


Illinois Bankers Life Association 


Monmouth, Illinois 















Peoples Life 


Insurance Co. 
“The Friendly Company” 


Frankfort, Indiana 


$5,884,944.18 on Deposit with the 
Indiana Insurance Department 


$839,839.33 Surplus Protection to 
Policyholders 


$50,000,000.00 Insurance in Force 


NEW STANDARD POLICIES, LOW RATES, 
DISABILITY CLAUSE, DOUBLE INDEM- 
NITY PROVISION, MONTHLY INCOMB, 
GUARANTEED SETTLEMENTS. 


TERRITORY OPEN IW 


INDIANA, OHIO, ILLINOIS, MICHIGAN, 
ARKANSAS, TENNESSEE, TEXAS, IOWA 
AND CALIFORNIA. 


A few top notch contracts to Insur- 
ance Producers with experience, char- 
acter and ability. Address the Com- 








pany. ’ 
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American Life Convention 
(Continued on page 9) 
financial situation of this country today. 

In the informal discussion which followed 
the address, C. O. Worsham, supervisor, farm 
loans, Connecticut General Life Insurance Com- 
pany, Hartford, Conn., on “Managing Farms,” 
he was asked whether the farmers he came in 
contact with had had their morale built up 
by the establishment of the Federal Farm 
Relief Board. 

Smilingly he said that the farmers didn’t 
know anything about the board, not even that 
it had been appointed. 

A special committee of the section which 
had been appointed to consider the question 
of the Reappraisal of Farm properties on which 
loans have been made that later experienced a 
shrinkage in value. It has been called to the 
attention of Robert J. Merrill, vice-president 
of the United Life and Accident Insurance 
Company, Concord, N. H., chairman of the 
financial section, that certain commissioners of 
insurance had asserted their right to scale down 
the admitted assets of life insurance companies 
proportionately where property securing loans, 
although reasonably worth twice the amount of 
the loan when made, had subsequently shrunk 
below the statutory margin of security. 

The special committee was composed of 
George H. Batcheloy, G. C. Holmberg, O. E. 
Morley and George Graham, chairman. 

The committee reported that it appears from 
the answers to questionnaires sent to the mem- 
ber companies of the convention the instances 
where commissioners had asserted this right 
and excercised it were so few that the matter 
may well be left to the individual companies 
when individual instances of this character 
occur, and that no formal action by the Amer- 
ican Life Convention is made necessary by 
the present situation. 


Opinions of Companies 

The report also pointed out with very few 
exceptions companies answering the question- 
naire had expressed the opinion that the com- 
mission had no warrant in law for reducing 
the assets of companies where the margin of 
security on loans made upon fair appraisal 
shrinks below the statutory margin of security 
after the loan is made. 

The committee discussed briefly statutes re- 
cently enacted in Indiana and Nebraska to 
cover this situation and written along the 
lines suggested by the committee. 

At the agency session there was a very in- 
teresting round-table discussion on the general 
subject of the value of conventions to the 
company. General conventions were felt to 
be worthwhile in the upbuilding of company 
sentiment, but educational work was more 
efficiently accomplished by territorial meetings 
and regional schools. It was a concensus of 
opinion that the training of a new man would 
be better accomplished by the employer of such 
an agent as the only place to learn the business 
of selling life insurance, is in the environment 
in which the selling is to be done. Educational 


Life Insurance 





H. H. Armstrong 


work was, however, a matter for the company. 

At the home office management session, G. 
W. Skilton, comptroller of the Connecticut 
General Life Insurance Company, gave a very 
informative talk on a new accounting system 
between the home office and the field. 

On Thursday morning, the convention was 
conducted under the agency section, with Walter 
Webb, as chairmain; H. H. Armstrong, vice- 
president of the Travelers, under the title of 
the home office and its agency department, dis- 
cussed the difficulties that life insurance com- 
panies experience with their agents. Agency 
turnover, he averred, came under three classes, 
improper selection, improper training, and 
proselyting by other companies. In advising 
executives that the success of the agency or- 
ganization depended upon its frame of mind, 
he asked them to take a greater interest in 
agency management. 

This paper was discussed by E. S. Albritton, 
vice-president ‘and manager of agencies of the 
Southern States Life of Atlanta, and James 
A. McVoy, president, Central States Life In- 
surance Company, St. Louis. 

The second paper of the morning was given 





O. J. Arnold 








by W. W. Jaeger, vice-president and manager 
of agencies of Bankers Life, Des, Moines. His 
paper was discussed by J. J. Moriarity, vice- 
president Missouri State Life, and P. M. Sim- 
mons, manager, U. S. agencies of American 
Life. Their papers are reprinted in this issue. 

LeRoy A. Lincoln, first vice-president and 
general counsel of the Metropolitan Life In- 
surance Company, making his first appearance 
after his election to his present position on 
Thursday afternoon, presented his paper which 
will be summarized next week. Mr. Lincoln 
touched upon a subject of national interest in 
stating that the life insurance companies are 
faced with the alternative either with helping 
industry to solve its old age pension problem, 
or of seeing the government take the matter 
out of their hands. He stressed particularly 
upon the part life insurance has played in ad- 
vancing the country’s help, on economic pros- 
perity, and emphasized its continued importance 
in the national business structure, but insisted 
that to be successful in the future, it must 
solve the old age problem. 


Discussing the much-mooted question whether 


insurance companies, as trustees for policy- 
holders’ funds, should include common stocks 
within their portfolios, R. H. Loomis, of Shaw, 
Loomis & Sayles, investment counsellors, 
Boston, argued strongly in favor of buying a 
limited number of common stocks after a care- 
ful investigating. Mr. Loomis, one of the 
few non-insurance men to address the American 
Life Convention, taught finance and economics 
at Harvard and Boston Universities for 13 
years before organizing, in 1925, the firm with 
which he is connected. 


Safety Prime Objective 


In recommending the purchase of a certain 
percentage of the highest grade stocks, Mr. 
Loomis based his contentions on the premise 
that safety is the prime investment objective 
of insurance companies, and that highest possible 
yield commensurate with dollar safety, ade- 
quately meeting the public need for funds and 
the maintenance of the purchasing power of 
policyholders’ claims as nearly as possible, are 
next in the order named. 

Modern business, carefully managed with the 
aid of research, and mergers, which definitely 
tend to produce stability, are leading people 
to adopt a scientific attitude toward business, 
Mr. Loomis said. As a result, common stocks 
are representing different values today than 
years ago, he declared. Safety should be made 
doubly sure by careful investigation, equally 
possible with stocks and bonds today, he added. 

H. B. Arnold, president of the Midland 
Mutual Life Insurance Company, Columbus, 
Ohio, in presenting his paper on the investment 
of policyholders legal reserve funds is con- 
trary minded on this important topic, asserting 
that in the basic concepts of the life insurance 
business prime consideration must be given to 
safety. Assets should be of sound values and 
be liable to as little fluctuation as possible. 
Mr. Arnold said that experience of centuries 


(Concluded on page 49) 
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Group Insurance Benefits Estimated 
at Eighty Millions 


Sixteen. Million Increase Over Last Year Anticipated 
by B. A. Page, Vice President Travelers—Sixty- 
Five Per Cent of Workers Protected 


Hartrorp, Conn., Oct. 21.—That life insur- 
ance is a factor in stabilizing prosperity of the 
country through maintenance of buying power 
is indicated by the announcement made here to- 
day by B. A. Page, vice-president of the Trav- 
elers Insurance Company, that approximately 
80 million dollars will be paid out this year to 
the families of about 53,000 workers insured 
under plans of group life insurance. 

This, sum, averaging $1,500, will be distri- 
buted to families because of the death by di- 
sease of around 40,000 employees, the death 
through accident of nearly 6,000 others, and 
the permanent and total disabilities suffered this 
year by almost 7,000 workers. 

In many cases, it is said, the money will be 
paid to families where no other estate of any 
appreciable amount was left at the death of the 
head of the family. The average claim of 
$1,500 exceeds the estate left by 65 per cent 
of the wage earners of the country, and is the 
means of projecting into the future the salary 
or wages of many individual workers a year 
and a half beyond death. 

The amount of claims which it is estimated 
will be paid in this country this year under 


group life plans in effect among 20,000 estab- 
lishments will exceed by approximately 24 per 
cent the total disbursements made last year, 
when around 64 million dollars was distributed 
as benefits. It is pointed out also that by the 
end of the year fully 6,500,000 employees of 
the 20,000 concerns included under group life 
plans will be protected to the extent of 10 bil- 
lion dollars, or a tenth of all the life insur- 
ance now in force in the United States. 


Since the first policy of the kind was written 
17 years ago, Mr. Page estimates that the de- 
pendents of approximately 200,000 employees 
have received in benefits in excess of a quar- 
ter of a billion dollars, an equivalent of around 
$1,300 on the average during the 17-year period. 
What this has meant to the purchasing power 
of the families affected is disclosed by an anal- 
ysis which shows that without group life in- 
surance, about 35 per cent of all employees 
who die would leave behind dependents in des- 
perate financial straits. 

Although the writing of life insurance on 
the mass scale was originated 17 years ago, it 
was not until 10 years ago, that the first billion 
dollars of such protection was attained. 
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Field Manager for Northwestern 

Launching a plan of expansion which is 
expected to strengthen man power and increase 
efficiency, H. O. Wilhelm and Company of 
Omaha, State agents in Nebraska for the North- 
western National Life of Minneapolis, have 
appointed L. E. Rolfe as field manager and 
have placed five other members of the agency 
in charge of various divisions in the agency’s 
territory. The five divisional appointments 
went to W. F. Adamek, Maurice Gilinsky, Ivan 
V. Snyder, Edward J. Weller and H. L. West. 


Urges Professional Preparation 

Austin, Tex., Oct. 18—In an address to 
members of the San Antonio chapter of the 
Southwest Texas Life Underwriters’ Associa- 
tion, Judge W. A. Tarver, chairman of the 
Texas State Board of Insurance Commissioners, 
dwelt upon the necessity of complete profes- 
sional preparation for underwriters. The 
School of Business Administration of the Uni- 
versity of Texas is giving courses in insurance 
as a part of its curriculum, credit being given 
for the courses towatd a University degree. 


Appointed Field Superintendent 
Frank P. Manly, president of the Indianapolis 
Life Insurance Company has announced the ap- 
pointment of Doyle Zaring as field supervisor 
for the company for Indiana. Mr. Zaring is 
a graduate of Purdue University and has served 
as secretary of the State Horticultural Society. 
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Fostering Longevity 


The Guardian was one of the earliest among Life 
Companies to avail itself of the services of the Life 
Extension Institute, whose vital work in prolonging 
life through the periodical health-check-up has be- 
come universally appreciated by the insuring public, 
as well as by the Life Insurance profession. 


This valuable Health Service is available free to 
all Guardian policyholders, regardess of size of 
policy. It is felt to represent by no means an unim- 
portant factor in the consistently low mortality ex- 
perience enjoyed by The Guardian for many years 


Send for Publication 289, outlining this and other 
features of The Guardian’s Service Program—of use 
to the Policyholder while living—to the Beneficiary 


THE GUARDIAN LIFE INSURANCE | 
COMPANY of AMERICA | 


HERBERT M. WOOLLEN 


“The Company that Guards and Serves” 
NEW YORK CITY 
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“In This Way We Measure” 


LIFE INSURANCE COMPANY may well 

measure its success by the good it performs 
rather than by great size. Through eighty-six years 
THe Murvav Lire INsuRANCE CompANy OF NEW 
York, the “first American Company,” has measured 
its success by the scope, manner and degree of its 
service. In such a way it is measuring now as its 
service broadens. 


Issuance of contracts of all standard forms, sub- 
stantial dividends, income settlement provisions, 
Disability and Double Indemnity Benefits, and 
prompt payments and practices for convenience of 
members are embraced in its present service. 


It welcomes as field representatives those who 
know that success is according to the natural law 
of compensation—that the best comes to those who 
give out the best of themselves. 


The Mutual Life Insurarce Company 


of New York 


34 Nassau Street New York, N. Y. 


DAVID F. HOUSTON GEORGE K. SARGENT 
President 2nd Vice-President 
and 
Manager of Agencies 











The Peoria Life Special Class 


Over six years ago, Peoria Life agents dropped the word 
“rejection” outright from their vocabulary, when this company 
instituted its program of ‘‘a policy on every application.”’ A 
more recent elimination is the term ‘‘sub-standard’’—as though 
there were something inferior about the policies and service 
offered by the Peoria Life to impaired risks. The considera- 
tion given this group is so favorable that it is now more ap- 
propriate to refer to them as the “‘special’’ class. 


Is the special class an advantage to Peoria Life agents? 
Recently one of them wrote an application for $100,000 on a 
nationally known manufacturer. Examination showed im- 
pairments that ordinarily would have meant certain rejec- 
tion. Instead, a policy in the special class was so satisfactory 
that the shrewd, successful man of business accepted it 
promptly. 

The Peoria Life has many millions of “‘special’’ business on 
its books—every dollar of it a true service to the insured. For 
our Agency Force, the special class avoids disappointment and 
discouragement, and effects a large and welcome saving in 
commissions. It is a service that Peoria Life agents appreciate. 


Peoria Life Insurance Co. 


Peoria, Illinois 
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NO OTHER LIFE POLICY 
IS LIKE THIS ONE 


Can you offer your prospects a limited payment life or endowment 
policy on which the net cost after the first year is the same as 
Ordinary Life should death occur during the premium paying period? 


OR ONE 


on which, if he desires to do so, the insured can withdraw a sizable 
amount in cash, and convert his policy to the lower rate Ordinary 
Life without change in the original insurance age, and without evi- 
dence of insurability? 


OR ONE 


which carries an unusually low rate, yet is a dividend paying policy, 
with cash, loan, surrender, paid-up and extended insurance values in 
addition to the exclusive features mentioned above? 


THE UNIVERSAL POLICY 


has all these advantages. Combine these with the full line of new 
Juvenile policies that the National Life is offering and it makes a 
selling combination hard to beat. 


We have many desirable agency openings in twenty-five states for 
both local and district managers. 
Write us for full information on agency contracts. 


NATIONAL LIFE COMPANY 


A Mutual Legal Reserve Company 
Des Moines, Iowa 























Writing Casualty Insurance 
Fidelity and Surety Bonds 
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Study the Client As an Individual 


The Best Minds of the Insurance World Have Studied The Disability 
Problem En Masse for Over a Hundred Y ears— 
“And the Solution Is Not Yet” 


By Harry W. Dingman 


Vice-President and Medical Director, Continental Assurance Company 


66 ND the solution is not yet.” Thus 
A ended each paragraph in the re- 
view of the many studies devoted to 
disability insurance during the past hundred 
years as told to the American Life Convention 
meeting in Cincinnati last week by Harry W. 
Dingman, vice-president and medical director, 
Continental Assurance Company, Chicago. 
Having studied mass statistics thoroughly and 
learnedly over this extensive period with condi- 
tions steadily becoming more unsatisfactory, he 
suggested that the clients who make up this 
class of business be studied as individuals in- 
stead of in groups. Following the introduction 
as outlined, the speaker took up the problem and 
discussed it as follows: 


Current Experience 


Stock and mtual accident and health compa- 
nies wrote premiums of 142.8 million dollars in 
the United States in 1928. Life insurance com- 
panies also did a sizeable accident and health 
business. The 65 companies which started 1929 
with 100 million dollars of life insurance in 
force, collected 54 million dollars ($54,139,883) 
in disability in 1928, and paid out 61 per cent 
($33,147,591) of that amount. (Table A.) 

The 42 stock accident and health companies 
which did business in New York State in 1928 
wrote almost exactly the same disability volume 
($53,952,238) and paid out 48 per cent ($25,- 
867,323). 

Apparently the life companies are 7 million 
dollars ($7,280,268) worse off than the stock 
companies on the same premium income of 54 
million dollars. They paid out 13 per cent more 
money than the stock companies on a money-in 
money-out basis. Incurred losses would show 
considerably higher. 

But the stock companies pay about 30 per cent 
yearly in agency commissions, whereas life com- 
panies pay only 13 per cent, if we may estimate 
the first year commission as 50 per cent and six 
renewals at 714, Life companies do not review 
the business yearly and may be expected to save 
half of the 10.5 per cent that general adminis- 
tration costs the stock companies. 

Claim expense of the stock companies was a 
little less than 5 per cent; taxes and licenses for 
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agents took about 3 per cent; bureaus and gen- 
eral inspections cost .5 per cent. Life compa- 
nies may be presumed to have similar expense. 

Accordingly, as a rough approximation—very 
rough—life companies are 17 per cent better off 
on acquisition expense, 5 per cent better off on 
general administration, and more than 13 per 
cent worse off on claim payments. Which 
leaves little if any leeway to combat whatever 
special disadvantages there are in the coverage 
of the disability clauses that supplement life 
insurance policies. 

Two of these disadvantages are non-cancel- 
ability, and the high proportion of sickness 
coverage. 

If sickness liability is nine times injury liabil- 
ity, it must be that the 54 million dollar pre- 
mium intake of the 65 largest life companies in 
the United States means less than 6 million dol- 
lars for accident liability, 48 million dollars for 
sickness. 

Just what this signifies becomes manifest 
when we note that the 54 million dollar premium 
intake of the 42 stock companies doing acci- 
dent and health business in New York State in 


1928 was 36.4 millions for accident, 17.4 mil- 
lions for sickness; and the loss ratio was 17 
per cent higher for sickness than for injury. 
Perhaps this explains, partly, why so many 
accident and health companies refuse to write 
disability protection on a non-cancelable basis. 


_It is true that there were more than 30 compa- 


nies who were receiving non-cancelable pre- 
miums aggregating more than 18 million dollars 
in 1928. But many of these companies have 
stopped writing new business non-cancelably. 
Pay-out ratios were 48 per cent on 12 million in 
1925, 71 per cent on 23 million in 1926, 52 per 
cent on 16 million in 1927, and 52 per cent on 18 
million in 1928. When incurred losses plus 
claim expenses are considered in relation to the 
earned premiums of American stock companies 
writing this business during 1925-6-7-8, the ratio 
is consistently about 70 per cent. 


Where Lapse Occurs 

The difficulty with health insurance, whether 
cancelable or non-cancelable, whether in separate 
policies or in supplementary contracts, is the po- 
tency of selection against the company. This 
selection is exercised when buying and is ex- 
ercised at every anniversary when every policy- 
holder takes inventory of his aches and ailments, 
his state of body and state of mind, and decides 
whether to keep his coverage or to lapse it. 
Surest of those who do not lapse are those who 
anticipate disability. 

Accordingly it is not strange that the life 
companies should show a climbing tendency 
in their payment ratios. For instance, when we 
consider the 15 companies that had a billion of 
insurance in force at the beginning of this year, 
we note that the ratios of indemnity payment 
to premium intake in the years 1924-5-6-7-8 
increase rather significantly : 


1924—41 per cent of........... $19,335,403 
1925—52 per cent of........... 23,614,488 
1926—59 per cent of........... 29,322,732 
1927—65 per cent of........... 34,565,774 
1928—68 per cent of........... 43,634,551 


Apparently our applicants are selecting more 
potently than we are, and are continuing to 
prove their power of selection at every anni- 
versary daie. 
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The Problem as We See It 

The big problem of disability insurance, as 
we see it, is obtaining policyholders who are 
surely well when they apply for coverage and 
surely sick when they claim indemnity. Actu- 
aries will never assign adequate rates as long 
as impaired individuals are getting our policies 
and unimpaired persons are collecting our in- 
demnities. 

And that, gentlemen, involves a study of hu- 
man behavior. Human nature is our problem 
and we must seek a sympathetic insight into the 
personal characteristics of applicants who apply 
and agents who present them. — 

Human behavior is prompted by and respon- 
sive to so many things that sometimes it seems 
we can hardly hope to comprehend the motives 
of others when all too often we do not under- 
stand the instincts and impulses of ourselves. 
But certain fundamental urges are common to 
us all, and not only is it interesting to spend 
some thought upon them, but it is practicable 
and, if we are in the disability insurance busi- 
ness, it is highly profitable. 

What, then, are the fundamental urges of the 
human race? The first law of nature is self- 
preservation. That is ego. The second law is 
preservation of the species. That is sex. 

Personal insurance is based on these two in- 
stincts of human nature—preservation of the 
individual and of the species. Primitive man 
protected himself by killing the man that might 
kill him. Then he effected a truce and let live 
if the other man would let him live. A negative 
phase of protection was followed by a positive 
one to help the other man with food and drink 
and fire, if the other man would also help him, 
which is the fraternal idea of protection. A 
further advance in the evolution of personal 
protection was the pooling of resources so that 
certain stipulated relief would be forthcoming 
in event of need. 


Two Assurance Factors 

Undoubtedly the earliest of all assurances was 
self-protection. 

Then came protection of the loved ones, based 
on the instinct of preservation of the species— 
the wife—the children—the parents. As civili- 
zation and socialization grew, so also grew the 
desire to create protection, not only for the im- 
mediate family, but also to benefit those who 
have been beneficial in business and church and 
clubs and other phases of life. 

Life insurance represents man at his ideal- 
est, buying what he need not buy to protect 
whom he no longer need protect in event of his 
death. 

Theoretically, disability insurance can also be 
an expression of idealism by appeal to the al- 
truism of the buyer in protecting his family 
in event he is unable to do so himself because 
disabled by sickness or injury. But, let us be 
practical, the primary appeal of disability in- 
surance is self-preservation. The urge is ego 
and ego reveals human nature at its human 
naturest. 

Consequently, the disability problem ought to 
be adjusted not to human reasonings, but to 
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human nature of which the reason is but a part, 
and by no means the greatest part. 

I have paraphased Edumund Burke’s shrewd 
observation on politics. Politics ought to be 
adjusted not to human reasonings, but to human 
nature. ‘ 

We who deal in disability insurance find 
abundant opportunity to study human nature, 
and so great a factor is it, that it is well for us 
to recognize that the disability problem ought to 
be adjusted not to human reasonings, but to hu- 
man nature of which the reason is but a part, 
and by no means the greatest part. 

Human behavior it is that demands our under- 
standing and two large groups require careful 
appraisal—applicants when seeking coverage, 
and policyholders when claiming indemnity. 
Too many of our policyholders are claimants 
and too many of them, as claimants, are collect- 
ing too often and too much. 


The Solution as We See It 

Surely, then, the solution of the disability 
problem lies in intensive individual analysis of 
our clients. Thus only can be ensure ac- 
ceptance of applicants who are unimpaired, and 
payment to claimants who are not unimpaired. 

Study leads inevitably along three lines: 
physical and ethical, and psychical. 

Some individuals are dangerous physically. 
Young underweights for example. They have 
too many claims and too many long claims. 
They lack physical stamina. 

Some individuals are dangerous ethically. As 
applicants they understate, as claimants they 
overstate, and always they mis-state. They 
lack moral fiber. 

And some individuals are dangerous psy- 
chically, by which I mean their mental attitude 
toward their plaints and complaints. They lack 
a sense of proportion. 

It would be difficult to over-estimate the im- 
portance of the psychic in human nature. Yet, 
so far as I am aware, this is the first time the 
assertion has entered the literature that ap- 
praisal of a risk for disability insurance in- 
volves three major considerations—physical and 
ethical and psychical. As every claim man 


knows, there are some claimants who are dis- 


abled two days only for removal of tonsils, and 
some two weeks. There are some claimants 
who are disabled two weeks for removal of the 
appendix, and some two months. There are 
some individuals who are quickly impressionable 
to the suggestion that they are sick. Con- 
versely, too, there are other individuals who 
resist any such idea and if they do suffer dis- 
ability, are quickly responsive to the belief that 
they are well again. Study of various races 
according to impressionability will help us 
amazingly in evaluating some risks. 

If then our policyholders are to be qualified 
physically, and ethically, and psychically, our 
underwriters must be broad-gauged with a view- 
point that is greater than technical. They must 
select applicants who are strong in body, sound 
in morals and sane in mental outlook. The 
mass handling of our clients has not produced 
satisfactory results. Let us turn now to in- 
dividual analysis and stress the personal char- 





acteristics of our applicants. 

Impersonalness can be expensive. It may or 
many not prove the point when we observe that 
the 15 United States billion-in-force companies 
who wrote disability insurance in 1928, paid out 
68 per cent of the premiums they collected 
($43,634,551), while the 15 smallest United 
States companies with 100 million in force, at 
the end of 1928 paid out only 29 per cent of their 
disability premiums ($1,185,031). (Table A.) 

Conservatism of smaller companies may be 
the explanation. But, very possibly the reason 
the smaller companies are having so much 
trouble with the disability problem is because of 
their closer personal relationship between home 
office and field, between agent and policyholder. 

The proposed standard provisions recom- 
mended by the actuaries of insurance depart- 
ments and large companies to restrict the dis- 
ability clauses of life insurance policies, may 
be desirable for small companies. They are 
vital for large companies. Analyze them and 
it will be observed that they are designed to 
combat the selfish interest of applicants. Elimi- 
nation of the 30 and 60 and 90-day clauses in 
favor of the 120-90. Elimination of benefits in 
excess of 1 per cent of the face of the policy. 
Pro-rating of indemnities if they exceed 75 
or 100 per cent of earned income. Standard- 
izing disability clause lessens the applicant’s 
power of selection against the company. All of 
which has value if we hold clearly in mind that 
contractual provisions can never replace sane 
and sound underwriting. 


Low Pay-out Ratios 

Some of the billionaire companies have as low 
a pay-out ratio as many of the smaller com- 
panies, and at least two billionaire companies 
have a mortality on their $100,000 life cases that 
is lower than their company averages. One 
company writes over 50 per cent of its business 
on previous policyholders and refuses brokerage 
business, thereby allowing opportunity for in- 
tensive study of their applicants and agents. The 
other company stresses the personal phases of 
insurability rather than physical, and re-inspects 
before the coverage becomes incontestable. 
Jumbo life cases are properly comparable with 
disability insurance because selfish interest and 
selection against the companies are greater in 
$100,000 cases than in small. 

When there is special incentive to collect, 
human nature is at its intensest. It behooves us 
to speculate how our clients will regard their 
coverage. 

To forecast future conduct of the individual 
we consider his past. But code of conduct is 
an elusive thing that varies with age and sex 
and economic circumstance. In: one environ- 
ment, it means one thing. In another, another. 
With one race it means one thing. With another, 
another. If we would judge dependably what 
kind of applicants we are accepting, thereby an- 
ticipating what kind of claimants we shall have, 
we must give thought to the basic determinants 
of character, for character it is, of course, that 
determines code of conduct. 

The basic determinants of character are 

(Concluded on page 23) 
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Investment of Legal Reserve Funds 
The Public Places the Utmost Confidence in the Life 


Insurance Business—A Summary of Condi- 
tions Which Justify This Trust 


By H. B. Arnold 


President, The Midland Mutual Life Insurance Company 


NE of the most comprehensive dis- 
O cussions of investments ever prepared 

was presented to the American Life 
Convention at Cincinnati by H. B. Arnold, 
president of The Midland Mutual Life In- 
surance Company, Columbus, Ohio. This 
address was profusely supplemented with refer- 
ence of a varied nature and cannot be repro- 
duced here at its full length. The introductory 
part, however emphasized the outstanding points 
of the subject and this portion of the address 
is therefore reprinted herewith. Anyone in- 
terested in this phase of the insurance business 
should be certain that the entire discussion, o 
be obtained in the printed record of the Con- 
vention’s proceedings, becomes a part of his 
library equipment. 

The partial reprint of Mr. Arnold’s paper 
follows: 

The Hoover committee of economic experts 
estimates that our national group of stock- 
holders has increased from 2,000,000 to 17,000,- 
000 since the World War. These stockholdings 
are less important than are the interests of the 
68,000,000 people in 20,000,000 homes, for whose 
protection the life insurance companies hold 
$17,000,000,000 to guarantee the payment of 
$100,000,000,000 policy liabilities—much less 
important both sociologically and economically. 
Stockholders have the opportunity and_pur- 
pose of protecting their interests in sales as 
well as in purchases—policyholders and their 
beneficiaries do not. Barring lamentable lapsa- 
tion and surrender of policies, policyholders’ 
funds remain with the companies for investment 
and distribution. 


Faith in Life Insurance 

Aside from government there is no human 
institution in which people exhibit more confi- 
dence than in life insurance, as we see exempli- 
fied in everyday experience. This confidence 
may be termed a “blind” faith, for while 
it is known that the business has been con- 
ducted without loss to policyholders, and that 
there is governmental supervision and statu- 
tory control for their protection, the aver- 
age policyholder is not logical in taking life 
insurance. Theoretically confidence in life in- 
surance should be based on the legal reserves, 
and in a particular company on efficient man- 
agement, but the public faith is rather an im- 
pression than a judgment based on analysis 
and knowledge, and in creating this impression 
the Armstrong Committee investigation and 
report, and the reforms resulting therefrom, 
have had no small part. 

Mortality tables are arithmetical deductions 
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of rates of mortality at each age from the 
known experience on a large group of people. 
Portions of each premium, varying with the 
age and life expectancy of the insured and 
with the form of policy, are set aside and 
become the legal reserves. As the age of the 
insured increases the maturity of the policy 
bécomes more imminent, but the premiums re- 
main the same, or are “level.” Enough is set 
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aside each year in the reserves to take care of 
the increasing liability. The reserve funds may 
be regarded as dollars placed in a reservoir, 
to which more dollars from compounded in- 
terest accretions are added, and from which 
dollars are drawn to meet policy obligations 
as they mature. 

If the group of insurants is sufficiently large 
to obtain an average it is definitely known 
that the dollars in the reservoir will remain 
above the safety level. The low interest rates 
required contemplate the highest grade invest- 
ments. Speculative profits are not contemplated 
by the reserve laws, but there must be an 
income of at least three per cent to four 
per cent each year to maintain the reserves. 

In the fundamental concepts of the business, 
safety is the vital factor. There may be a 
speculative factor in every business action or 
judgment, but there should be no _ positive 
element of speculation in the investment of legal 
reserve funds. The assets should be of as 
stable values, and should be as little subject 
to fluctuation and loss, as possible. The same 
dollars must come out of the reserves as are 


‘ faith as is required of trustees. 


deposited in them, and reserve investments 
whose values may be violently disturbed by 
market fluctuations, or the values of which are 
measured by the ups and downs of the dollar’s 
purchasing power, might jeopardize the business. 
Policyholders pay premiums in dollars, reserve 
investments and interest income should be on 
the dollar basis, and payments on policies are 
made in dollars. These should be standard 
dollars—not dollars measured by purchasing 
power. 

Courts have properly held that the general 
relationship of the company to the policyholder 
is not of a trust character. Nevertheless in 
the investment of reserve funds managers should 
be held to the same degree of care and good 
Good faith 
and reasonable care is the minimum permitted 
for a trustee in the investment of the funds 
of his cestui que trust, and would be measured 
by conditions. An investment which would be 
proper where the present or immediate future 
only are to be considered might be improper 
where the investment is to assure the per- 
formance of an obligation which will not mature 
for years. 


Authorized Investments 

The authorized investments form natural 
groups with characteristics in common. 

First—Bonds of governments and of political 
subdivisions, railroad, public utility and Federal 
Farm Loan Bank bonds, real estate mortgage 
and policy loans and real estate acquired in fore- 
closure or for home office purposes, are in gen- 
eral authorized, and, as evidenced by high prices 
and low income returns are the recognized con- 
servative investments, or are those required by 
the necessities of the business. All bonds are 
advantageous in that they may be carried at 
amortized values and there is no difficulty in 
determining statement values. 

Bankers’ acceptances have short maturities 
and provide low income returns. While per- 
mitted in only nine States they are liquid and 
have characteristics which assure safety. An 
excellent provision is found in the authority of 
the Massachusetts companies to invest: 

“In bankers’ acceptances and bills of ex- 
change of the kinds and maturities made eligible 
by law for rediscount with federal reserve 
banks, provided that the same are accepted by 
a bank or trust company incorporated under the 
laws of the United States, of this common- 
wealth or any other bank or trust company 
which is a member of the Federal Reserve Sys- 
tem.” 
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Second.—Investments in the stocks of rail- 
roads, utilities, banks and insurance companies 
are regarded by many as safe. The operations 
and security issues of railroads and utilities are 
under governmental supervision, but these busi- 
nesses are subject to the objection that their 
sales prices are static while their operating costs 
vary with the ups and downs of commodity and 
labor values. If these are the direct issues of 
the owning and operating companies some 
dangers may be eliminated. Banks are under 
governmental supervision, which gives con- 
siderable, if not positive, assurance of safety. 
Railroad equipment trust certificates and notes, 
when properly safeguarded, experience has dem- 
onstrated are reasonably safe, and with restric- 
tions are expressly authorized in six States. 


This group may be termed conservative, and 
while not showing wide fluctuations is subject 
to the difficulty of determining statement values 
when the market values are up or down. They 
are likewise subject in degree to the objections 
summarized by the Armstrong Committee and 
the Canadian Commission. Such investments, 
with restrictions, are permitted by the laws of 
such conservative States as Massachusetts, New 
York and Connecticut, but it is seriously to be 
questioned whether the dividend record of a 
stock, by itself, as is often prescribed, is more 
important than the character of the business and 
the absence of other securities with priorities. 
There should be restrictions upon the right of 
the companies to invest more than a safe pro- 






rights. 


such an agency. 








portion of their assets in stocks (as in Massa- 
chusetts, Nebraska and Indiana), or more than 
safe amounts in one business. — 

The conditions surrounding investments in 
the preceding groups are comparatively simple, 
and investors can ascertain the facts as to them 
with greater certainty than as to the succeeding 
groups, which may not be backed by stable and 
tangible values or be under governmental su- 
pervision, and as to which opportunities for de- 
ception and manipulation are present. 

Third—Next from the standpoint of safety 
as reflected in market values and in income re- 
turn are industrial corporate bonds and collat- 
eral loans. These involve many businesses and 
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General Agency of a Pennsylvania Company 


Territory unsurpassed and large enough for 
an unlimited production. 
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Often appraisals 


have varying characteristics. 
are inflated or the ultimate values of the mort- 


gaged properties are dependent on management. 
The laws of many States authorize these invest- 
ments, but the restrictions are indicative of cau- 
tion. There is no form of investment which af- 
fords such opportunities for manipulation and 
the danger of loss is great. On the other hand 
they may be the safest investment. It would be 
difficult to prescribe restrictions which will as- 
sure safety and avoid the dangers. Leasehold 
loans on long term leases are expressly author- 
ized in seven States with qualifications, and 
where values are seasoned and loans are not 
made in periods on inflation they are reasonably 
safe, but in their being subordinate liens, and in 
the possibilities of loss on them as a class, they 
are somewhat akin to industrial common stocks. 


Fourth—In this—the last group from the 
standpoint of safety and stability—are industrial 
common stocks. These stocks may have higher 
returns and speculative possibilities, but they 
are subject to wide fluctuations in values, and 
are to a much greater degree than conservative 
stocks subject to the objections offered by the 
Armstrong Committee and the Canadian Com- 
mission. They are termed “equities.” They 
may partake of the character of second, third 
or fourth mortgage liens, according to the prior- 
ities of the bonds, debts and stocks which are 
ahead of them. It is impossible to make a sum- 
mary of the laws governing such investments, 
but it is surprising that so few companies have 
availed themselves of their opportunities to own 
them. The companies of twenty-four States 
have the privilege of making investments in 
common stocks, ofttimes restricted. 

The Spectator Company advises that at the 
end of 1928 the value of all kinds of stocks 
owned by the United States life companies ag- 
gregated $232,877,735. This was 1.45 per cent 
of total assets of $15,961,103,741, and less than 
a third of the combined capitals and surpluses 
of $759,698,682 of the companies owning these 
stocks. In the absence of exact figures it is 
safe to say that industrial common stocks .con- 
stituted but a very small fraction of 1 per cent 
of the aggregate assets. Of the total assets of 
the United States companies $14,691,893,309, or 
92.04 per cent, were practically all in the first 
group outlined above, under the headings of 


(Concluded on page 49) 
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He Wants to Earn Something Right Away 


One Way to Solve the Problem of the New Agent Is to Teach 
Him the Mechanics of Salesmanship So That He 


Can Earn While He Learns 


By John J. Moriarity 


Vice-President, Missouri State Life Insurance Company* 


general agent, a few years ago, felt that 

he was doing his complete duty by a new 
salesman when he spent as much as thirty 
minutes giving that individual a ‘complete’ un- 
derstanding of the institution of life insurance, 
information regarding his own company, a 
general course of instruction as to how to 
proceed in order to be a successful salesman, 
handed him a rate book, a few application 
blanks, told him to go out into the field and 
talk to his friends about the purchase of in- 
surance, patted him on the back and wished 
him good luck.” However, I am not ready to 
agree that this practice has disappeared. I 
think it is still going on today in a very large 
measure. This is not only true of general 
agents and managers, but also of agency de- 
partments of various companies. 


| AGREE with Mr. Jaeger “that the average 


Expense of Turnover 

All of us, of course, recognize the great 
expense that the life insurance business is put 
to each year because of the heavy rate of 
turnover among men who enter the business. 
There is no need for us to dwell on this phase 
of the matter at this time. It is a situation 
that presents a real problem to every one of 
us. 


A few years ago there was a definite trend 
among life insurance companies to establish 
educational courses of one sort or other for 
their agents, and particularly for the new men 
under contract, to assist them in getting started 
in a sound and substantial way in this new 
undertaking. There is no question that these 
courses have been of real value to the agents, 
their companies and to the institution of life 
insurance in general. Nevertheless, I should 
like to point out one or two impressions con- 
cerning them that seem to grow stronger in 
my mind as I continue to observe the results 
of these courses. 


The education which these courses aim to give 
the man is splendid for them, and it will be 
of inestimable value to the agents who make 
an ultimate and substantial success in this 
business; but for the new men in the business, 
I am of the opinion that these courses, in 
general, are apt to be so complete and so in- 
tensive that they go a little too fast for them. 
It may be that these courses are over the heads 
of the average man who comes into our business. 

We must bear in mind that in the majority 
of cases the new man coming into the life 





* Address delivered at the annual meeting of the 
American Life Convention, Cincinnati, Oct. 15-18, 1929. 
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insurance business is faced with the definite 
economic necessity of starting to earn at least 
a living income out of the business within a 
comparatively short time after entering it. This 
necessity is not at all imaginary in these cases; 
it is a definite, serious problem with the new 
man. If it is serious enough in any particular 
case, I am of the opinion that it cannot be 
otherwise than a real mental handicap in study- 
ing the life insurance business. Many of the 
men taking these courses today are not getting 
the full benefit from them because they are 
confronted with the pressing problem of pro- 
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curing an income to meet their current expenses. 

Is it not true that what this class of men 
needs upon entering the business more than 
anything else—and as I see it, this class is 
the predominating class among new entrants 
into the business each year—is some assistance 
through some means that will help him learn, 
not so much the complete details of our business, 
but rather the mechanism, as Mr. Jaeger calls 
them, of actually making sales? 

I cannot help but believe that the new man 
after he has made a sale or two from which 
he has derived a pecuniary profit is in a much 
better state of mind to get real good out of 
our educational course than the man who during 
the period ef his training is not earning com- 
missions. 

I do not wish to have anything I have said 
interpreted as a depreciation of the value of 
our educational courses. No one reognizes 


more fully than I do the important place that 
such courses have in our agency development 
program; but they do not, in my opinion, solve 
the most pressing problem of the new man, 
and that is, how he can be equipped to earn 
commissions in the shortest space of time. 


To sum up my thoughts, while I firmly 
believe in the necessity of educating our men 
to a full and sincere appreciation of the life 
insurance business as an institution and of the 
merits of their own company and its program, 
and so that they will be able to serve their 
clients as true insurance advisors, our primary 
problem with the new man is to get him earn- 
ing commissions quickly enough so that he will 
not become discouraged and leave the business 
before he has given it or himself a fair trial. 


Solution With Manager 

There may be other solutions of this problem, 
but in my opinion its solution lies very largely 
in the selection of the proper man to act as 
manager or general agent, for my observations 
have been that an agent’s success is largely 
dependent upon the kind of man he has for 
manager or general agent. 

It is my further opinion that it is just as 
important that the manager or general agent 
should be a man who has general business 
ability as it is that he should have first-rate 
ability in insurance matters. It is not sufficient 
that the manager or general agent should be 
schooled and skilled in insurance; he must also 
possess sound general business knowledge and 
judgment. 
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A. W. McAlister, President 
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—-- has it that a certain great ruler in Hindustan 
was stricken with a sickness supposed to be fatal. 
But by some miraculous turn of fortune, the ruler was 
spared his life, and in his gratitude, he decided to give a 
large sum to the poor of his kingdom. He possessed a 
magnificent elephant whose size was the marvel of all 
who saw it, and he issued orders that a sum of silver, equal 
in weight to that of the elephant, should be distributed. 


But how was the elephant to be weighed? The most 
skilled carpenters were unable to construct a balance strong 
enough to support the weight of the elephant. The wisest 
men in the kingdom were called into conference, but they 
were unable to solve the puzzling question. Just when it 
began to appear that the problem was unsolvable, an old 
sailor was ushered before the ruler with the information 
that he could weigh the -zlephant. 


With the promise of a large reward, the sailor set to 
work. He secured a large and sturdy barge and had a plat- 
form built upon it. After much persuasion, the elephant 
was induced to walk out upon the barge. This caused the 
barge to sink fer down into the water, and the sailor 
marked the level all the way around. The elephant was 
then led off, and silver was heaped upon the barge until it 
sank to the same level. When this occurred, the sailor 
of course had the elephant’s weight in silver. 
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HOW TO WEIGH AN ELEPHANT— 


We of the Life Insurance Business also have an elephant 
to weigh. This famous elephant is much talked about, its 
weight is conceded to be enormous, but little is actually 
known about it. The name of this elephant is “Public 
Opinion.” 


Public Opinion quite often turns out to be a “white 
elephant.” But for those who can properly weigh it, Pub- 
lic Opinion is frequently worth its weight in gold. Ona 
basis of satisfied customers and repeat orders, public opin- 
ion weighs in noticeably heavier each year on the Union 
Central scales. 





Customers Who Come Back Because of Greater 
Satisfaction Every Year 


Per cent of annual new business written in the Union Cen- 
tral on old policyholders 


MEEIED Lave 1s 5:6 ie tw’ win siete ave 61a in iesocle sree o dv winie/p einer 44% 
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RIVED o::s\nis:si 0/0 a1e elena Sie Pe ale sialeie 6 in a) SSG elnie eleieats 42% 
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LT Re Soria Ore er 38% 


Revivals and additions are not included in the above figures 
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Study the Client As An 
Individual 
(Concluded from page 18) 

heredity and environment. Let us ponder a min- 
ute concerning heredity and environment and 
observe the individual’s reactions according to 
circumstance, and then check against actual in- 
surance experience. 

In England where many families have lived 
for many generations in one locality, family 
stock can be judged, and is, and non-medical 
insurance even in amounts of $15,000 has been 
sold successfully. It pays us to know what the 
family stock is, and we can know what it is in 
the racial sense. Race is the family augmented. 


Effect of Environment 

Undoubtedly a happy environment will do 
much to improve good stock and counterbalance 
an unfavorable heredity. How much? Who 
knows? How intriguing to conjecture con- 
cerning two infants of equal physical vigor, one 
born of superior parents, the other from poor 
stock. Which child has the better prospects? 

Yes, of course. But if the babies are changed 
by error or malicious intent and the child of 
good parentage is brought up in squalor while 
the other child receives all the advantages of 
favorable environment, then what? 

Instinctively we put our faith in the child 
of good stock. We believe in the time-honored 
saying that blood will tell. And if this is true 
in one phase of life, it is likewise true in insur- 
ance. 


Ancestry should be a major consideration as 
we consider applicants for disability insurance, 
particularly so if they are foreign born and 
their environmental influence has yet to be 
proved. 

Environment we can appraise intelligently if 
we hold three phases definitely in mind: business 
life, domestic life, and personal pursuits else- 
where. 


against the circumstances that he cannot con- 
trol. It shows how he withstands strain and 
stress. 

Heredity—environment—circumstance. Then 
check by insurance experience. And here is a 
scale simple enough to be practical and practical 
enough to be applicable: 

A.—ancestry. B—business life, C—conjugal 
life. D—personal deportment. E—insurance 
experience. 

A refers to race. B-C-D refer to environ- 
ment and the reactions to circumstance in these 
phases of life. E refers to knowledge gained 
by insurance experience. 

A—We debit the foreign-born individual un- 
less he conforms to the American code of con- 
duct under which our companies operate. The 
second generation is partly under foreign influ- 
ence, partly American. Usually it takes three 
generations for complete Americanization. 

B—We debit the sharpster in business, the 
man who escapes obligations in bankruptcy, the 
man who has questionable burglaries and fires, 
and the man in illegal vocations. 

C—We debit the man whose home responsi- 
bilities are shirked. If he fails in marital ob- 
ligations, he may be unscrupulous also in in- 
surance dealings. 

D—We debit the man who drinks too much 
and gambles too much and is regardless of the 
rights of others with debts and other respon- 
sibilities. 

E—We recognize truths learned by insurance 
experience, and debit women, and applicants 
for large amounts, and individuals whose earn- 
ings are in fees and commissions rather than 
salaries, and business that comes from hot spots. 

All of which is presented sketchily because 
it is the fundamental idea that I would propo- 
gate. This is neither time nor place for the de- 
tails of the plan. As executives you know how 
prodigal a supply of red ink has been spilled 
to tell the insurance world that the standards 
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our applicants according: to physical standards 
and have found them inadequate. 

We might be compared to bankers who loan 
money on unsecured note’ according to financial 
capacity while ignoring moral stamina. Physi- 
cal standards in insurance are necessary. It 
would be folly to eliminate them. But we must 
also judge moral stamina and mental outlook 
and make effort to obtain policyholders who 
have the will to do the right thing. 


Conclusions in Summary 


And now, in conclusion, my summary is three- 
fold: 


1. Since mass study has failed us with the 
disability problem, let us study our clients as 
individuals, according to. their ethics and tem- 
peraments, as well as their bodies. 


2. Let us seek fundamental principles and 
appraise our clients according to the basic de- 
terminants of heredity and environment, and 
check against insurance experience. 


3. Let us recognize that three types of mind 
are needed if we are to write disability insur- 
ance successfully. The actuarial mind to an- 
alyze mass statistics. The medical mind to ex- 
plain individual impairments. And the practical 
mind to understand human nature. Fortunate is 
he who combines all three types in one mind. 


Three minds, the actuarial, the medical, and 
the practical. And the greatest of these is the 
practical. The actuarial and medical minds 
comprehend the physical aspects of a risk. The 
practical mind stresses human nature and ap- 
plies psychology in selection—study of the hu- 
man mind and how it works when applying for 
insurance, thereby anticipating how it will work 
when applying for indemnity. 


New Group Protection 
Group insurance policies for the Tennessee 
Coal, Iron and Railroad Company and for the 
Alabama Farm Bureau covering the lives of 
more than 10,000 persons have recently been 
written by the Protective Life of Birmingham. 
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YOU cannot afford to turn down our 
agency proposition. 
Cut Out Coupon 
and Mail to Us Today 


We will then furnish you with com- 
plete information regarding same. 
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IN LIFE'S BIG HOP-OFF PLAY SAFE ! 






INSURANCE COMPANY 
=——J INDIANAPOLIS, INDIANA. 







We Can Help You Increase Your Income 


Gentlemen: Am interested in an agency con- 


meotion on the etete ae.............05660000. 
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Development of a Life Office Staff 


Choice, Placement, Training and Care of Personnel 






a Key Phase of Home Office Management—An 
Outline of the General Problem 


By Edward E. Reid 


Managing Director, London Life Insurance Company, London, Canada 


entire subject of Home Office Manage- 

ment in so short a period of time, Ed- 
ward E. Reid, managing director of the London 
Life Insurance Company, gave a summary of 
the problem as it is reflected in personnel work. 
He declared this phase of management one of 
the most vital considerations now confronting 
the manager. Mr. Reid referred his audience 
to the printed records of the proceedings of the 
Life Office Management Association for a fuller 
discussion of any and all phases of the prob- 
lem which he touched on. 

Concerning the problem of selection and train- 
ing members of the home office staff the speaker 
spoke, in part, as follows: 

“Every office is constantly confronted with 
the difficulty of finding a member of the staff 
who has the proper qualifications to meet some 
critical gituation which may have suddenly 
arisen. If your experiences at all coincide with 
our own, you are inclined to wonder why at 
some previous period in the company’s history 
such slack methods were employed in engaging 
new hands. The reason very probably was that 
while the company was small, some senior of- 
ficer was burdened with the duty of selecting 
recruits for the office staff, and having neither 
knowledge of the right methods to be employed 
nor time to use his native intelligence effectively, 
the selection of the new members of the staff 
often became a matter of expedience rather than 
principle. No matter how small the company 
may be, when this method of selecting the staff 
is in vogue, the time soon comes when the natu- 
ral results are painfully in evidence and in- 
eligibles are in command of divisions or depart- 
ments of the company’s work who, for long, 
are apt to remain stumbling blocks in the path 
of progress. 


LD) erie sie G any attempt to cover the 


Planning for Growth 

“As a company grows, and few types of com- 
panies grow more steadily or more rapidly than 
those engaged in the life insurance business, the 
need of intelligent, self-reliant, self-motivated 
members of the staff is constantly in evidence. 
With a staff that on the whole can do its own 
thinking, can solve the problems that arise in 
the individual departments and the members of 
which have sufficient solidity of background to 
give the officers confidence that they can handle 
their own work without fear of creating ab- 
normal situations, the company’s development 
will proceed like a well-oiled piece of machinery. 

“In the general planning for effective results 
in selection, the first essential is the building up 
of such an atmosphere about the office as to at- 
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tract to it the very best class of young people 
seeking employment. In this connection a mod- 
ern building is desirable but even if this is not 
immediately possible, such an atmosphere may 
be generated through staff activities of various 
kinds as will largely compensate for inadequate 
housing conditions—the spirit that animates the 
management being, after all, of as much im- 
portance as the physical conditions under which 
the staff must work. 


Essentials of Selection 

“Let us consider, then, a few of the essentials 
in selection of employees. These will be quite 
familiar to the great majority of you but it will 
probably not be a disadvantage to any of us to 
give further consideration to them. We are 
probably justified in feeling that the life insur- 
ance office requires a higher standard than the 
great majority of offices in the educational at- 
tainments of the members of its staff, and it 
seems to be fairly generally recognized now that 
high school graduation is a minimum require- 
ment even for the girls that are employed. For 
the men, in addition to high school graduates 
for junior positions, it is becoming very com- 
mon to seek out those who are in their last year 
at the University and endeavor to interest the 
members of the classes who have any thought 
of a business course, in the possibilities of de- 
velopment in the life insurance field. In the 
field that must be covered in order to draw re- 
cruits for the staff, intimate relations with the 
heads of the educational institutions must be 
effected. The record of the applicant for a po- 
sition, throughout the high school period at 
least, is essential, and in the case of University 
graduates, a conference with those instructors at 
the University who have had close contact with 
the applicant is most desirable. But this is only 
part of the necessary investigation. The family 
background is quite as important as the scholas- 
tic background. 

“Tf the school or college record is first class, 
the next test that should be applied, viz, as to 
the mental alertness of the applicant, will per- 
haps not prove of great value. Nevertheless, 
the development of intelligence tests has been 
such as to make it certain that much can be 
accomplished through the sane use of tests suit- 
able for the type of work in question. 


“Having passed the preliminary investigation 
tests and the intelligence tests, there still re- 
mains a very important investigation that must 
be applied to every applicant. This is the physi- 
cal examination. This, I am satisfied, is in many 
offices, dealt with in a very superficial manner. 


“Examination that is required for acceptance 
of an applicant for life insurance is, in many in- 
stances, considered quite too strict for an appli- 
cant for a clerical position. On the other hand, 
the latter examination should be much more 
strict than the former. A mere physical ex- 
amination is by no means sufficient. A well- 
posted medical examiner will give just as much 
attention to the applicant’s medical history, if 
that is understood in its widest sense, as to the 
actual physical condition which he finds upon 
examination. A talk over the applicant’s past 
experience, prevalence or otherwise of colds or 
other infections, and illness of an apparently 
trivial nature, will enable him to determine 
much that the examination itself will not reveal. 
Indications of nervousness or hysterical symp- 
toms are especially to be noted. It must be re- 
membered that in bringing a young girl, par- 
ticularly, into contact with many other employees, 
a considerable strain upon the nervous tempera- 
ment is bound to result. If there are defects, 
therefore, of a nature easily to be influenced, 
there will be much occasion for trouble. The 
temperature of the room bothers them, the 
noises are irritating, the nearby associates are 
uncongenial and everything about the office may 
be exaggerated to a point of rendering the new 
clerk a nuisance rather than an aid. 

“Selection in itself is by no means the whole 
story. There must be implanted in the new 
members of the staff a respect for the business, 
an appreciation of the spirit animating the in- 
stitution and a respect for the officers and heads 
of departments which will develop a feeling of 
genuine satisfaction properly commensurate 
with the high place that the business of life 
insurance holds in the public estimation. In 
other words, the atmosphere of the office must 
be so pronounced as to forcibly impress itself 
upon the consciousness of every new addition to 
the staff.” 

“That the creation of this atmosphere was no 
easy task was emphasized by the speaker who 
frankly declared the matter involved the entire 
co-operation of the executives. He said he had 
little sympathy with company officials who 
pointedly disregarded office rules. The talk 
was brought to a conclusion with brief discus- 
sion being devoted to such other considerations 
as friendly relations, factors affecting the mental 
welfare of employees and the many details 
which contribute to their physical well being. 
All, he said, are important, and the price of 
successful management is painstaking care in 
dealing with each and every item.” 
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C ONDITIONS change. Entirely 
new policies are needed as years 
pass to fit new insurance requirements. 


Issuance of new policies is therefore 
a measure of a company’s desire to 
keep pace with new conditions as they 
arise. . 


Our new policies are demonstrating 
their value now in increased business 
and in the enthusiasm of our agents. 


PHILADELPHIA LIFE 
INSURANCE COMPANY 


111 North Broad Street 
Philadelphia, Pa. 
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Prospect Service Plans 
Attractive Literature 
Clubs and Contests 
Peppy Conventions 

Health Conservation Service 


Write for “A Frank Talk on Your Future” 
Address J. J. S. Agency Dept. 










































THE 


Alamac 


Broadway at 7Ist Street, N. Y. 
Endicott 5000 


A pleasant, modern, home away from home. 
Accessible to every point in the metropolitan area 
by express subway at our door. 


Finest Food and Cuisine 
All Rooms with Tub and Shower 
$3.50 Single—$5.00 Double, Up 


Wire Collect for Reservation 


Direction 


JULIUS KELLER 


Of Famous Canoe Place Inn 




















SUCCESSFUL ANSWERS TO 
C. L. U. DEGREE QUESTIONS 


The Question and Answer Series of the Chartered Life 
Underwriters’ Examination published in five installments in 
THE INSURANCE FIELD, aroused such intense interest 
throughout the country that in response to the many re- 
— from our subscribers, we have reprinted it in book- 
et form. 


32 pages, 6” x 9”, crammed with absorbing fundamentals 
of the life insurance business, including Life Insurance 
Salesmanship, Commercial and Insurance Law, Finance 
and General Educational features. 


This series does not purport to show perfect answers to 
each question, nor to indicate that the answers presented 
were the best that appeared on any paper, but rather to give 
representative answers. Many of the questions and prob- 
lems involved the use of judgment on the part of the can- 
didate. Accordingly, no hard and fast solution could be 
expected. Credit was given for the reasonableness of a 
candidate’s answer and the intelligence with which he ap- 
plied his knowledge. 


Single copy $1.00, postpaid 


Discount on quantity orders 


Send Your Order to 


THE INSURANCE FIELD CO. 


P. O. Box 617 Louisville, Ky. 
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What Shall We Do for the 


Agent 
(Continued from page 3) 

experience and the ground work he must have 
before he is permitted to go out by himself 
to his customers to sell them a bill of shoes. 

He is taken into the plant and is placed in 
different departments and given a sort of gen- 
eral education in the manufacture of shoes, 
almost from the time the hide is brought into 
that factory up to the time the shoe is com- 
pleted and ready for sale. This man is pre- 


pared to talk to a customer on all of the. 


details of the manufacture of that shoe and 
is able to answer any question that might arise 
during the sale. In short, he has the ground 
work necessary for success in his chosen busi- 
ness. 

Prepare Him for Selling 

The subject “What Shall We Do for the 
Agent Other Than Giving Him a Contract 
and a Rate Book” in my mind can be answered 
very readily, by simply saying, “Give him 
the proper groundwork and sufficient informa- 
tion on the general institution of life insurance 
to convince him that the business is worthy 
of him and his metal, and then special instruc- 
tion concerning the individual company that 
he is to represent, in order to prepare him to 
be a worthy representative of our institution.” 

This instruction, I believe, should be divided 
into two heads: first, a moral ground work or 
foundation, and second, a mental foundation. 
Under the first heading, the importance of the 
life insurance business in its broader signifi- 
cance should be explained. You and I know what 
life insurance means to the country in general. 
We know how important a place it has in the 
business and economic life in our various com- 
munities, and we know what it means to the 
individual purchaser of a life policy. It is 
common knowledge that when a salesman is 
talking to an inidivdual in regard to the pur- 
chase of a policy to protect his loved ones in 
the event of his premature death, he touches 
on many personal topics that are absolutely 
sacred to that individual. This is one of the 
big and noble aspects of life insurance and if 
the salesman will get the vision of the. big 
aspects of life insurance and realize that he 
is dealing in personal matters that are of a 
confidential nature and dear to the prospect, he 
will be able to carry conviction to the pur- 
chaser, raise the standards of our business and 
put up a barrier that will be hard for the 
twister to hurdle. In our eagerness to get more 
and more business, let us not overlook the 
bigger and better things that our institution 
provides. 

Next, under this general heading, the new 
salesman should be given a clear understanding 
of what his individual company stands for. 
He should be informed regarding the ideals, 
security, dependability, the methods and general 
policy of that company, and thoroughly con- 
vinced that he desires to be a representative 
of that organization. If we take sufficient 
time and lay proper stress on this moral founda- 
tion, we will go a long way toward eliminating 
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the rover or drifter from our organizations. 

My company has prepared a rather extensive 
loose leaf book, that in a comprehensive way 
gives to the new salesman the very things 
that I have mentioned above. In the early 
pages of this book appear the pictures and a 
short description of the president of our com- 
pany together with the officers directing the 
work of the agency department. Then follow 
pictures of the various agency managers with 
a short story of their experiences from their 
start in the insurance business up to the present 
time. In his particular description, we state 
specifically that this man or that man actually 
started as a sub-agent in our own company 
and gradually progressed until he eventually 
became the agency manager in that section. 
Next we show pictures with a short description 
of the successful salesmen in our various 
agencies. This book is furnished to our agency 
managers for use in canvassing prospective 
salesmen aS it outlines very clearly the im- 
portance of the institution of life insurance 
and the favorable place that our company holds 
in that institution. 

If, by this time, your agent is not convinced 
of the importance of the institution of life 
insurance as a whole; if he has not come to 
the realization that to succeed in this business 
requires continuous study, self-control and abil- 
ity to manage himself, then the time has come 
to dismiss him. 


The Mental Attitude 

After convincing your agent of the great 
scope of life insurance in general, the next 
step for this man is that of giving him the 
proper mental foundation. Supposing that 
when you gentlemen went to a high school, 
later a college and perhaps later to some 
technical institution, your instructor had said 
to you, “Here are your books on the subjects 
that you are to study during this year in 
school. I want you to take them home with 
you, read them over, get what information 
out of them you can and then get out into the 
world, tell somebody else what you have learned 
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from these books, explain to them the proper 
use of that knowledge and information and 
then apply all this to your future business 
activities, whatever they may be.” 

Just how far would you have been able to go 
and how could you have arrived in your pres- 
ent positions with that kind of assistance and 
instruction? That is literally what has been 
done in the past in our business and it is a 
grave mistake. You and I should insist that 
our general agents give to the new salesman a 
complete course of instruction in order that he 
may carry conviction with him in his sale and 
be able to show the buyer why he should pur- 
chase life insurance for the protection of his 
family, his business, and for himself in his old 
age. 


Proper Use of Rate Book 


First, we instruct him in the proper use of the 
rate book, giving him the meaning of the vari- 
ous terms used in it, but in no case do we give 
information in connection with the rate book 
to start with on more than possibly two policies. 
Right here I want to say that there is great 
danger in giving the new man too much infor- 
mation. We cannot be too careful about this 
very thing. You must give him just sufficient 
information to be mastered step by step; other- 
wise, there is probability of causing mental in- 
digestion aid making him feel that the business 
is sO complicated that he will never be able 
to handle the subject and he will be discour- 
aged before he ever starts actually selling. We 
have been so lax in the past, allowing the sales- 
men to go with scarcely any information, that 
our tendency naturally would be to go to an 
extreme the cther way. 

The next step we take is instruction in the 
company manual. That is gone through com- 
pletely the same as the information in the rate 
book, and following both, after we have taught 
him the proper use of the application blank, of 
the medical blank and have shown him how to 
handle medical examinations and all things per- 
taining to the actual taking of an application, 
we now follow with both oral and written ex- 
aminations. This step not only shows the man 
the importance of having complete and work- 
able knowledge of these things that he has. 
studied, but it also gives us information as to 
his alertness and as to his ability to grasp these 
subjects quickly or slowly as the case may be. 
Each one of these steps will give you some of 
the information you desire as to the possible 
success or failure of this new recruit. 

We next take up with him the policy contracts 
paying special attention to the options of settle- 
ment, showing him how these settlements can be 
made to fit the needs of policyholders. At this 
place, the various features are explained, like 
the total disability and double indemnity clause. 
In every school or college, courses of instruc- 
tion are so arranged that the student progresses 
from the easy to the difficult—each step provid- 
ing the ground work for what is to follow. 

Why shovld his plan not be followed in a 
school for life insurance instruction? We be- 
lieve it should and give to the new man infor- 
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The Supreme Underwriting Principle 


‘There is one principle upoa which we have stood, aad stood 
unalterably, and that priaciple is that while the volume in 
growth is greatly to be desired,—while distribution of the bene- 
fits of life insurance to a larger group of the people of our 
country is the common ambition and the common mission of 
those of us who are engaged in the work of a mutual company,— 
there are some things that are finer and more important and 
more vital i1 this great movement of growth than mere volume 
of business. The quality of the business that we produce, and 
the quality of the service that we render to the people who en- 
trust us with their life insurance problems, are of greater 
importance than the importance of doing business on a mam- 
moth scale.” 


(From stenotyped report of Vice-President 


Hart’s address to 700 Penn Mutual represen- 
tatives at Quebec Convention, Sept., 1929) 


Wm. A. Law, President 


Wm. H. Kingsley, Vice-Pres. Hugh D. Hart, Vice-Pres. 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 


Independence Square Founded 1847 
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The Home Life Insurance Company of America 


Incorporated 1899 
PROTECTS THE ENTIRE FAMILY 


This Company issues all modern forms of policy contracts from BIRTH 
to 60 years next birthday. 
INDUSTRIAL POLICIES are in FULL IMMEDIATE BENEFIT from 
date of issue and are up-to-date in every respect. 
ORDINARY POLICIES contain valuable SPECIAL DISABILITY and 
TOTAL AND PERMANENT DISABILITY CLAUSES and DOUBLE 
INDEMNITY FEATURES, and are guaranteed by ses - ator 

A Home Life policy brings 

mind to the man who loves his eo. 





Basil S. Walsh, President P. J. Cunningham, Vice-President 
Joseph L. Durkin, Secretary John J. Gallagher, Treasurer 
Dr. c. Deven Kyle, Medical Director 
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Our Life, Accident & Health 
Complete Coverage Combination 


Provides: 
Old Age Endowment 
DOUBLE for Accidental Death 
TRIPLE for Fatal Automobile Accident 
Disability Benefits, Dividends 
Liberal Contracts for Agents 
If interested, write 

NORTHERN LIFE INSURANCE CO. 

D. B. MORGAN, President 
HOME OFFICE, NORTHERN LIFE TOWER 

SEATTLE 



































EXPANSION 


This is the keyword 
in the program of development 
of ATLANTIC LIFE of Richmond, Va. 


Prospective General Agents, men who wish to 
w in their lot with a strong growing company, 
will find that 


“Honestly, It’s the Best Policy.” 
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THE WOMAN’S BENEFIT ASSOCIATION 


Largest Fraternal Benefit Society Composed Exclusively ef 
Women in the World 


Organized October 1, 1892 
WOMEN DEPUTIES WANTED 

Good Territory Everywhere in United States 

and Canada for Qualified Field Applicants. 
Total Funds OVEF. sees eeee ayateudehevehevere $27,000,000 
Benefits Paid since Organisation « over. - 39,000,000 

For further information tie: te 

THE INTERNATIONAL HEADQUARTERS 


W. B. A. Building Port Huron, Michigan 


Bina West Miller Frances D. Partridge 
Supreme President Supreme Secretary 

















Maryland ! ! 


General Agency positions open at 


CUMBERLAND ROCKVILLE 
FREDERICK WESTMINSTER 
HAGERSTOWN 


Excellent Territory—Special Direct Contract 
Whole-hearted Home Office Cooperation. 


George Washington Life Insurance Co. 


Charleston, West Virginia 































FIRE REINSURANCE TREATIES 


Eagle Fire Insurance Company 
New Jersey 


Baltica Insurance Co., Ltd. 
Denmark 



















Franklin W. Fort Thomas B. Donaldson 
18 Washington Place, Newark, N. J. 
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mation on two forms of policies only, as a 
starter, preferably the ordinary life and twenty- 
payment life. After he has, in a sense, mas- 
tered these two forms of policies, it is then time 
to take up with him other more intricate forms 
such as the monthly income and some special 
plans that your individual company may have. 
Now again an oral and written examination 
should follow. 

I will not undertake to outline to you the 
many things that are taken up in our schools 
with the salesmen prior to sending them out into 
the field, because you will have your own way 
of doing that. and you will have special matters 
that pertain to your individual company that 
will be important for him to know before he is 
permitted to get out into actual service. We 
now give the salesman or the class our ideas 
of an approach, a general canvass and closing 
arguments that he may use or which he may 
convert into his own language when he is actu- 
ally trying to interest a prospective buyer. 

Right here is the time to convince this chap 
that the selling business of life insurance is not 
a sleight of hand performance and that success 
is achieved by a clear statement to the prospect 
of the real service life insurance gives to the 
many individuals in the community in which that 
prospect lives. You must convince your recruit, 
should he sell a man a policy, that his customer 
has not done him a favor, but that he in turn 
has favored the man whom he sells. 


A Confidence Builder 


We use a statement very often that I think 
will go a long way towards convincing the new 
salesman as to the strength of his canvass and 
will give him more confidence as he approaches 
his first few prospects. We tell him that every 
normal man, in the first place, would like to 
leave a decent living in¢ome to his wife and 
family in the event he dies prematurely. Sec- 
ond, he would like to have a decent living in- 
come if he attains old age, and third, he would 
like to have a decent living income if his health 
should fail him before he attains old age. Show 
your salesman right here that life insurance of- 
fers the only immediate and complete solution 
of all three of these problems. 

You should also impress upon your salesman 
the advisability of using word pictures, human 
interest stories and such, so that the prospect 
can visualize the things that happen to others 
that may happen to him, rather than for him, 
the salesman, to use intricate illustrations of 
cash values, dividend accumulations, etc., all of 
which we believe are contrary to the true ser- 
vice that life insurance properly sold provides 
for the individual and his family. Now you 
should give this salesman or the class an oral 
and a written examination on this particular 
phase of the work. Following this, require the 
salesman to hand you a written approach, can- 
vass and closing arguments, all, of course, in his 
own words. He naturally will use some of the 
material that he has received from you in these 
lectures. 

Before leaving the subject of canvass, after 
you have completed your examinations, show the 
salesman that the closing of business is largely 
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a mechanical process. While no two cases are 
sold in exactly the same way and while different 
arguments are used with different people, the 
fact remains that the final closing of a case is 
practically the same in all cases. We know that 
the keen, alert salesman knows pretty well when 
the closing roint in his canvass has been reached, 
and care should be taken that he does not over- 
shoot the mark, but should force the issue with 
the one thought in mind, to get the prospect’s 
name on the dotted line. Every salesman should 
have the courage to face this issue. Plainly, it 
is the duty of your agency manager to prepare 
him so that ke will be able to dominate the in- 
terview, close the business and not worry about 
the outcome. All of the arguments and explan- 
ations about policy contracts, etc., are valueless 
unless he is in a position to control the interview 
and skillfully to guide the prospect to the buying 
point and to the closing of the business. 


Into the Field 


There are many agency managers, who, up 
to this point, follow the practice of giving in- 
struction to the new salesman and who then fall 
down in their proceedings by allowing the man 
to go into the field without assistance, permitting 
him, as it were, to work out his own salvation. 
To me this is the most critical time in the new 
agent’s experience. He has been allowed to 
creep, so to speak, in this insurance world and 
right now he is to learn to walk. Is it not with- 
in reason that he should be given a helping hand 
right at this point, just, as we help a child who 
is learning to toddle after he has been creeping 
for some months? 

This man should not go into the field alone. 
He has had an abundance of theory, and now it 
is time for him to have a practical demonstra- 
tion of what all this theory means. We should 
see to it that an experienced salesman goes with 
him for a good many days. It is preferable, of 
course, to have that salesman a supervisor of 
the agency, or better yet, the agency manager 











However Hard 


a Life Insurance Agent 
may work to produce bus- 
iness, his chances of suc- 
cess are better when he 
represents a fine old insti- 
tution such as the 


Massachusetts Mutual 
Life Insurance Company 


Springfield, Massachusetts 
Organized 1851 


More Than a Billion and Three-Quarters of 
Insurance in Force 























himself. He will need constant guidance over 
the rough spots and around the obstacles that 
usually appear before the new man, as he starts 
out in his undertaking. 

At this particular stage in this new man’s 
activities, if the manager will do his duty, he 
will be able to discover qualities of strength or 
weakness in that particular individual which 
would never come to his attention in an office 
interview or in an agency school. He will also 
be able to get closer to the agent, if he is actu- 
ally in the field with him occasionally. 

Sometime during this course of instruction, 
and I believe the best time is after the man has 
actually been in the field alone, this agent should 
be thoroughly trained as to fair competitive 
methods and as to proper relations with his fel- 
low agents, as well as the agents of other com- 
panies. He must be shown that petty jealousies 
cannot exist in a sound organization. Team work 
must exist; honest co-operation must be pres- 
ent; sincere loyalty is imperative. All of these 
things your managers know, but I feel that we 
are all guilty in not being willing to exert our- 
selves enough in training these salesmen in the 
ethics of the business. These men are usually 
mature men when they start in our work, and I 
am afraid we take too much for granted, think- 
ing that on account of their maturity they know 
more about the business than they really do. We 
feel that they have the ability to grasp quickly 
information imparted to them, forgetting that 
it has taken us many years of steady application 
to become fairly successful salesmen. 


What Insurance Teaches 

If the agency manager has no particular de- 
sire to help one of his fellow men to be a bigger 
and better factor in the community, and this, in 
my opinion is one of the wonderful things that 
life insurance teaches, then, if for no other rea- 
son than the expense incurred in the early edu- 
cation of this salesman, the general agent should 
realize that there is only one way to save the 
money he has put into that man, and that is, to 
see that the follow-up system is used suf- 
ficiently to make the man a successful sales- 
man. 


Your general agent should hold regular 
schools for erdinary school of instruction, that 
I have outlined in this paper, is only the primary 
grade in the education of this salesman. After 
this man iias been in the field for some time 
and shows his aptness, his ability to grasp the 
information and to make successful use of it, he 
should then be brought into another class for 
further schooling in some of the more intricate 
phases of the business, such as monthly income 
policies, and trust fund agreements, and also to 
be advised from time to time of new plans which 
are constantly being formulated. 

Your general agent should hold regular 
schools for advanced instruction for his entire 
organization. There constantly arise new ideas, 
new selling methods and new theories, such as 
taxation problems, business insurance and its 
needs, and insurance for educational purposes, 
concerning which his agents should be advised 
in order that they may become more efficient in 
their chosen work. 
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Merger of “America Fore” 
and Niagara on Coast 


All Companies in Fleet to Be 
Operated from San Fran- 
cisco Office 


Parrish and Merritt V-Pres. 





C. V. McCarthy Named Secretary, J. 
A. Carlson Assistant Secretary in 
New Pacfiic Coast Alignment 





Announcement is made by Ernest Sturm, 
chairman of the Boards of the Continental, Fi- 
delity-Phenix and other “American Fore” com- 
panies, of changes in the operation of those 
companies in the Pacific Coast territory, inci- 
dent to the entry of the Niagara and Maryland 
into the “America Fore” Group. 


Edwin Parrish and Alfred L. Merritt have 
been made vice-presidents of all of the com- 
panies; Charles V. McCarthy has been ap- 
pointed secretary and John A. Carlson, assistant 
secretary. 


Effective about December 1, after necessary 
alterations to the “American Fore” building are 
made, all of the companies of the group, Con- 
tinental, Fidelity-Phenix, Niagara, American 
Eagle, First American and Maryland will be 
housed at 60 Sansome street, San Francisco. 


The four men above named will serve as the 
officials and controlling heads of this important 
group of companies in the Pacific Coast De- 
partment. 


C. C. Trowbridge, at present in charge of the 
Niagara’s San Francisco City Department, will 
assume a similar position in an enlarged City 
Department for all the companies. 

Harvey A. Allen, heretofore manager of the 
Niagara’s Automobile Department, will be man- 
ager of a joint Automobile Department for all 
companies, assisted by J. W. Montmeny. 

Harry Nason will be, as heretofore, Agency 
Superintendent, specializing in reporting cover 
and brokerage department business ; Willis Wey- 
mouth will be Agency Superintendent of the 
fire department for all companies. 

In addition, it is anticipated that other im- 
portant members of the Niagara organization 
will join the enlarged new group. No changes 
are contemplated in the field force of any of 
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Talbot, Bird & Co., Inc., Open Pacific 
Coast Office 

Talbot, Bird & Company, Inc., of New York, 
United States Marine managers of the Eagle 
Star and British Dominions Insurance Com- 
pany, and managers of the Universal Indem- 
nity Insurance Company, have announced the 
establishment of a new marine department on 
the west coast. 

FE. C. Fox has been named manager of this 
branch and the inland and ocean marine busi- 
ness will be under the direction of Walter L. 
Dawes, formerly assistant marine manager of 
the Home Insurance Company in San Fran- 
cisco. The office will be located at 108-110 
Sansome St., San Francisco, and will be asso- 
ciated with Fred S. James, Inc., Mr. Fox being 
manager for that firm also. 








the companies at this time, except such as are 
incident to usual re-adjustments. 

The re-alignment of these two important Pa- 
cific Coast offices will bring to agents and brok- 
ers an increasing degree of usefulness and serv- 
ice, and will give the officers in charge a broader 
opportunity for the extension of their personal 
acquaintance over the territory covered by their 
departments. 

Vice-President Edwin Parrish, whose en- 
tire insurance career has been spent in Pacific 
Coast territory, came to the Niagara as a field 
man in 1901. He was elected sole manager in 
1912 and vice-president of the Niagara and 
Maryland in 1926. 

Mr. Merritt has also spent his entire insur- 
ance career in Pacific Coast territory. He was 
appointed Agency Superintendent of the “Amer- 
ican Fore” group in 1919 and was made as- 
sistant secretary in 1920. Since 1925 he has 
been secretary in charge of the joint Pacific 
Coast Department. 

Secretary Charles V. McCarthy began his 
insurance career in 1898, serving as an adjuster 
in the 1906 conflagration, after which he served 
as a field man in the Northwest. He joined 
the “American Fore” group as assistant secre- 
tary in 1922. 

Assistant Secretary John A. Carlson began 
his insurance career with the Continental In- 
surance Company in Chicago, and served as 
Special Agent in its Western Department. In 
1912 he took a similar position with the Niagara 
in the Northwest territory. He became assist- 
ant manager in 1919, which position he has held 
up to the present time. 






John H. Packard to Retire 
from London Assurance 





Veteran Executive Relinquishes 
Active Management on Dec. 
31, to E. W. Nourse 


45 Years in the Business 





Retiring Manager Will Continue 
Close Affiliation with London Co. 
and Manhattan F. & M. 





It was announced last week that John H. 
Packard, United States manager of the London 
Assurance Corporation and president of the 
Manhattan Fire & Marine Insurance Company 
is retiring {rom both companies, his resignation 
to be effective December 31. However, in spite 
of the fact that he is resigning, Mr. Packard 
will continue a friendly affiliation with the 
London Assurance. Everett W. Nourse, who 
has been assistant U. S. manager of the com- 
pany since 1921 will succeed Mr. Packard as 
manager, and Chris D. Sheffe will be promoted 
to the position now held by Mr. Nourse. 


John Hooker Packard entered the insurance 
business forty-five years ago with the Thomas 
C. Foster agency in Philadelphia and later 
joined the American Fire Insurance Company, 
of Philadelphia, as special agent. In 1895 he 
took a position as surveyor for the London 
Assurance Corporation, with headquarters in 
New York where he remained until appointed 
manager for Philadelphia and suburban terri- 
tory. From 1897 to 1902 Mr. Packard was 
assistant secretary of the Philadelphia Fire 
Underwriter’s Association, which position he 
resigned to re-enter the services of the Amer- 
ican Fire of Philadelphia as vice-president and 
secretary, and in 1905 was elected president 
of the company. With the passing of the 
stock control of the American Mr. Packard 
retired to join the London Assurance as agency 
secretary, from which position he rose to assist- 
ant manager and, at the death of Charles 
Lyman Case, U. S. manager. 

Everett W. Nourse, whose ability as a man- 
ager and fire underwriter is widely known 
throughout the insurance field, entered the in- 
surance business with the Northern Assurance 


(Concluded on page 33) 
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More Than Three Hundred 
at Ontario Meeting 


Cecil Bethune Chosen to Head 
Fire and Casualty Associ- 
ation for Another Year 


Score Installment Premiums 





Harold Rose Suggests Companies 
Confer With Agents Before 
Changing Rates and Com- 


missions 





Toronto, Oct. 17.—The Ontario Fire and 
Casualty Agents’ Association opened their ninth 
annual convention this morning at the Royal 
York Hotel with a registration of well over 
300. The executive and special convention 
committee met, and also the executive council. 

At the luncheon at noon, Alderman Wads- 
worth welcomed the delegates to the city on 
behalf of the Mayor. Frederick V. Bruns, 
of Syracuse, N. Y., past-president of the New 
York State Association, spoke on the subject: 
“Reach for a Solution Rather than an Excuse.” 
Edward C. Stone, United States manager for 
the Employers’ Liability, discussed compulsory 
automobile insurance. 

Cecil Bethune, president, opened the afternoon 
session with an address of welcome and a brief 
review of some of the activities of the Asso- 
ciation during the past year. He drew a 
vivid picture of the probable state of the agents 
in this province if there were no association. 
No bank manager here can act as an insurance 
agent, Mr. Bethune said. Through our local 
boards of trade and chambers of commerce, 
the association should try to assist in the work 
of fire prevention. 

A vote of thanks was moved to mark the 
good work of President Bethune during his 
years of office. Charles Priestman, secretary- 
treasurer presented his annual report which re- 
vealed a good balance to the credit of the 
organization. Mr. Priestman also reported on 
the activities of the advisory board on agents’ 
licenses during the past year. 

The discussion of the report of the committee 
on trust corporations was led by T. E. Clendin- 
nen, of Ottawa, who said that G. D. Finlayson, 
superintendent of insurance on the question as 
to whether mutual companies could issue non- 
assessable policies, in a letter stated that when 
such a company accumulated cash assets of not 
less than $200,000 of surplus, it may issue 
such policies. A protest was made to the 
Ontario Superintendent of Insurance against 
the practice of issuing licenses in trust com- 
panies. Mr. Foster said it was not the inten- 
tion to renew trust company licenses or those 
of subsidiaries without a thorough investigation. 

George M. Orr, Toronto, a vice-president of 
the association, also spoke on this subject. 

Thomas F. Buchanan, general adjuster of 
the Aetna Insurance Company of Hartford, 
Conn., spoke on “The Agent and Adjustments” 
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after which there was a general discussion by 
the meeting on the question of payment of 
automobile insurance premiums by the instal- 
ment plan. 

Cecil Bethune of Ottawa was re-elected for 
another year as president on Friday. The 
eight vice-presidents were also re-elected, and 
two more—J. F. Teskey, Port Arthur, and 
C. T. Kerby, of Ottawa, were added. J. A. N. 
Mercier of Ottawa, W. E. Tinsdale of Windsor, 
R. H. Best of Hamilton, S. Way Kent of Paris, 
H. F. Ketcheson of Belleville and J. C. Young 
of Oshawa were added to the council. 


“Because of the threatened attempt of the 
Ontario Motor League to enter into competition 
in the insurance business with us” our members 
have not joined the League, John T. Truman, 
chairman of the resolution committee pointed 
out on presenting the report of the committee, 
at Friday’s session. He proposed that every 
member should belong to the Motor League, 
and that a committee be appointed to try to 
obtain as many members in the association 
and in the insurance business for the League, 
and that their applications or renewals go 
through the secretary of the association. The 
result would be that when a threat is made to 
enter into the insurance business, they will 
have a certain influence on any such move. 
Mr. Truman made a motion to this effect, which 
was passed. 


That discrimination between Toronto and the 
province of Ontario be removed regarding the 
application of the new schedules operating on 
hospitals, was a resolution presented. A copy 
is to go to the president and secretary of 
the Canadian Fire Underwriters’ Association. 

The instalment system of paying premiums 
was the subject of a second resolution. Unan- 
imous opposition by the association of this 
system went on record. 

That the present cancellation table be main- 
tained, and that a copy of this resolution be 
sent to the C. F. U. A., and to the Depart- 
ment of Insurance, was another resolution 
adopted. This was actuated by the practice 
of pro-rata cancellation of open policies. 

Is it advisable for tariff and non-tariff com- 
panies to employ the same adjusters? This 
was a question read from the question box. 
It was decided to appoint a committee to plan 
a crest to be used as a sticker by the association. 

Harold Rose, discussing the general activities 
of companies and agents suggested that the 
companies might profitably have consulted the 
association with regard to the reduction of 
automobile insurance commission rates from 
25 per cent to 20 per cent a year or so ago. 
They might also have asked the agents to 
confer on the question of collections. The 
companies, without consulting the agents this 
year, also increased the automobile insurance 
rates. Mr. Rose also suggested more educational 
work by the companies when rate increases are 
decided upon. Two years ago, he said, he 
suggested seiling capital stock among the agents 
in a new company in the association. Such a 
thing is possible, but if better co-operation 
is had there is no use in this happening. 





Twentieth Anniversary of 
Insurance Institute 


Great Educational Body Meets 
in New York to Review 
Work of Past Year 


“Original Seven” Honored 





Henry Moir Chosen as President; C. 
R. Pitcher and William BroSmith 
Elected Vice-Presidents 





The twenty-first annual meeting, marking the 
twentieth anniversary, of the Insurance Insti- 
tute of America, Inc., was held in New York 
city on Tuesday in the board room of the 
National Board of Fire Underwriters at 85 
John street. 

The president’s annual address was postponed 
until later in the morning due to the inability 
of Mr. Lane to reach the conference rooms 
at the appointed time, and in place of this E. R. 
Hardy, secretary of the Institute tendered his 
report as well as that of the board of governors. 
Delegates of the various societies throughout 
the United States and Canada reported for their 
respective societies, touching on the progress 
of the educational program.. 

It was brought out at this time that there 
is some dissatisfaction as regards the present 
method of grading examination papers. Several 
of the delegates present strongly objected to 
having these papers marked by the examiners 
with a general grading instead of a grade mark 
for each question. Later in the morning, in 
his report L. N. Denniston, chairman of the 
committee on education, came out in favor of 
the latter method of grading, stating that such 
a procedure would enable the student of in- 
surance to ascertain the source of his errors, 
thereby enabling him to correct them, whereas 
with a general grade mark this was almost 
impossible. 

Following the plans of the five branches, 
Albert A. Pancoast gave an intensely inter- 
esting talk on the “Original Seven.” 

Officers elected or retained for the ensuing 
year are as follows: 

President, Henry Moir, president of the 
United States Life Insurance Company of Néw 
York; first vice-president, C. R. Pitcher, deputy 
manager of the Royal Insurance Company, 
Ltd.; second vice-president, William BroSmith, 
vice-president of the Travelers. E. R. Hardy 
was retained as secretary of the Institute. The 
following were elected or re-elected governors: 
E. M. (Allen, National Surety Company; 
Laurence Falls, of the American of Newark; 
William Leslie, Associated Indemnity Corp., 
of San Francisco; Wm. A. Law, president of 
the Penn Mutual Life; J. Lloyd Green, vice- 
president of the Boston Insurance Company ; 
William A. Watts, formerly president of the 
Merchants Life Insurance Company of Des 
Moines, Iowa, and James Henry of Pittsburgh. 
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Mutual Organizations in 
Annual Session 





Indianapolis Entertains Nat'l Associ- 
ation of Mutual Insurance Com- 
panies’ Four-Day Convention 

Growth of the National Association of 
Mutual Insurance Companies was stressed at 
the opening sessions of the four-day annual 
convention at the Claypool Hotel in Indian- 
apolis recently. Representatives from more 
than 800 companies, comprising all forms 
of insurance excepting life insurance, attended 
from the United States and Canada. 

The report of Harry P. Cooper of Indian- 
apolis, secretary of the national organization, 
stressed the growth of the association since the 
last meeting in Indianapolis in 1913. The asso- 
ciation has grown from 103 companies co- 
operating as members, to approximately 800 
members today, he said. These companies have 
more than $31,000,000,000 of insurance in force. 
Indiana mutual companies in 1913, he reported, 
had about $109,000,000 insurance in force in 
1913, while today they have $913,000,000 in 
force. 

The Federation of Mutual Fire Insurance 
Companies elected James S. Kemper of Chicago, 
president, and Thomas G. McCracken of 
Minneapolis, vice-president, at a meeting in 
the morning. The following were elected to 
the governing board: Burton S. Flagg of 
Andover, Mass.; F. W. Porter of Pittsburgh; 
M. L. Rhodes of Seattle, Wash., and A. V. 
Gruhn of Chicago. 

W. H. Newson of Indianapolis was elected 
president of the automobile and compensation 
group. 

Burton S. Flagg of Andover, Mass., was 
chosen president of the National Association 
of Mutual Insurance Companies at the closing 
session. Other officers are S. B. Mason of 
Bloomington, II1., vice-president; F. B. Fowler, 
Indianapolis, treasurer; W. E. Straub, Lincoln, 
Neb., national councilor to the United States 
Chamber of Commerce, and H. J. Rowe of 
Iowa, W. N. Deicher of Pennsylvania, Thomas 
G. McCracken of Minnesota and C. L. Frost 
of New York, members of the board of 
directors. 

Delegates voted unanimously to hold the 1930 
convention in Los Angeles, Calif. 

Introduction of insurance as a classification 
of economics to be studied in all colleges and 
high schools was urged by Dr. S. S. Huebner 
of the Wharton School of Finance of the 
University of Pennsylvania at the session. 


John H. Packard to Retire 
(Concluded from page 31) 
Company, of London, in 1902 and in 1908 or- 
ganized its special risk department. He was 
active in all improved risk matters, and chair- 
man of the executive commitee of the Sprinkler 


Leakage Conference for two years. He joined 
the London Assurance in 1921, becoming 


assistant United States manager. 
Mr. Sheffe joined the London Assurance in 
1902. 
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“AMERICA FORE” 
OFFICIAL 





E. A. Henne 


Mr. Henne, recently appointed vice- 
president of the Continental Insurance 
Company and other companies in the 
“American Fore” group, makes his head- 
quarters at Chicago, where he has charge 
of recording of an underwriting and field 
activities of the companies. 

He joined the Continental in 1912, as 
executive special agent, and in January, 
1921, was appointed secretary of the 
American Eagle in charge of the com- 
pany’s western department. When the 
companies were put under unit manage- 
ment, in 1925, Mr. Henne was given su- 
pervision and direction of the eastern di- 
vision of the territory. 








Bielaski With National Board of 
Fire Underwriters 

A. Bruce Bielaski, formerly chief of the 
bureau of investigation of the Department of 
Justice, will take charge of the arson in- 
vestigation activities conducted by the com- 
mittee on incendiarism and arson of the Na- 
tional Board of Fire Underwriters. 

Mr. Bieiaski has had an extensive and val- 
uable experience in investigation work, his field 
covering the entire country during the period 
of the war, his services at that time being 
of great value to the government. Since the 
war period he had devoted himself to special 
work along both investigation and legal lines. 
He takes up his new duties on November Ist, 
with headquarters at the National Board office, 
85 John street. 


N. T. Robertson on Western Trip 

Norman T. Robertson, president of the Ger: 
manic Fire Insurance Company of New York, 
is on an extended trip which will include agency 
visits in New Orleans, Texas, Los Angeles, San 
Francisco, Portland, Seattle and Canada. 
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Philadelphia Situation Up for 
Discussion Soon 





Committee Awaiting Return of John 
Kremer, Vice-President of 
North American 

PHILADELPHIA, Oct. 11.—When John Kremer, 
vice-president of the Insurance Company of 
North America, and member of the territorial 
committee of the E.U.A., returns from his. 
vacation in Europe, a meeting of the committee 
will be held to discuss the Philadelphia agency 
situation and also the matter of the Philadel- 
phia-Suburban question. 

The latter problem is one that can mark time 
as members of the Philadelphia-Suburban 
agents association have put themselves om 
record as willing to wait until the Philadelphia 
situation is cleared up before pressing their 
claim for the same commission on private 
dwellings as that paid Philadelphia agents. 

The Philadelphia situation however, seems. 
far from settled due to a number of differences. 
which do not give much promise of early set- 
tlement. 

The agents are demanding that the com- 
panies not only accept their amendments to: 
the by-laws of the Philadelphia Fire Under- 
writers Association, but that they also accept 
their definition of a solicitor. ‘Not only that 
but they demand that the companies make this. 
acceptance of the solicitor definition retroactive. 
And this the companies refuse to do although 
they are willing to accept the definition of 
solicitors for future guidance. contending that 
to make it retroactive would seriously affect 
their business in Philadelphia which they have 
spent years in building up. 

Compromises have been affected on other 
points of dissension during the past two years 
and it is possible that a compromise may be 
agreed upon on the definition of solicitors which 
may bring peace to Philadelphia before winter 
sets in. However, this, according to Philadel- 
phia agents, seems hardly likely. 


Cc. S. Hunter Des Moines Manager 
of Fireman’s Fund Retires 

The retirement of C. S. Hunter, who has 
been manager of the Hawkeye and Des Moines 
department of the Firemen’s Fund Insurance 
Company, for 25 years, is announced. Mr. 
Hunter has been placed on the pension list of 
the company and he will be succeeded by W. W. 
Waddell as manager of the insurance interests. 
represented by Mr. Hunter for so long. Mr 
Waddell has been assistant manager for the 
last three years. 

Mr. Hunter came to Des Moines about thirty 
years ago as editor of the Underwriters Re- 
view. Two years later he was chosen assistant 
secretary of the old Hawkeye Insurance Com- 
pany. In 1907 he and his brother, G. G. Hunter, 
bought the Des Moines Fire Insurance Com- 
pany, which was merged with the Hawkeye and 
sold later to the Firemen’s Fund Insurance 
Company of San Francisco. 
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Kentucky Policyholders Get 
$200,000 of Refund Due 


Represents Part of 6 1-2 Per Cent 
Refund Under Court Agreement 
with Companies 

Franxrort, Ky., Oct. 21—To date $200,000 
of the $750,000 that must be refunded to the 
fire insurance policyholders of Kentucky by 
insurance companies has been paid over to 
Clell Coleman, State auditor and distributor 
of the fund. The drafts are being paid at 
the rate of $10,000 a day. The average amount 
of each draft is $1.25 with a large number 
running as low as one cent, the smallest amount 
of money Auditor Coleman, who has been a 
banker, sheriff and business man, has ever 
received. 

A drive has been started to have the policy- 
holders turn over their refunds to the Mammoth 
Cave National Park Association. Officials in 
charge of the refund work believe a large num- 
ber of policyholders are turning their money 
over to this association but have made no 
check of the amount as that system of book- 
keeping would require a good deal of work and 
accomplish no purpose. 

This money comes from the insurance com- 
panies under a court agreement which requires 
the companies to refund to policyholders 6% 
per cent of the 12%4 per cent increase in pre- 
miums during the period from April 1, 1928, 
to May 22, 1929, the premium refund being 
$5.20 on each $90. This is the money due the 
policyholders on the arbitrary 12%4 per cent 
increase in insurance rates made by the com- 
panies a number of years ago, which it was 
agreed could not be collected legally. 

A list of the totals of refunds by the individ- 
ual companies will be forthcoming shortly. 





Fear Compulsory Law in Kentucky 

FranxrorT, Ky., Oct. 22.—With the 1930 
meeting of the Kentucky General Assembly but 
two months and a half off, insurance men and 
companies are looking forward to it with ap- 
prehension, as it is evident that there will be 
many efforts made to disturb the present insur- 
ance laws. The big fight during the last legis- 
lature had to be faced by the insurance compan- 
ies, and doubtless this next session will face 
the same situation. 

The first bill that is likely to be introduced 
is for compulsory insurance for automobile 
owners. This bill of course will be fought by 
automobile companies, garage owners, and deal- 
ers in used automobiles, but the situation has so 
developed in Kentucky that there must be some 
redress against automobile in case of injury. 
Massachusetts still is alone in the possession of 
a compulsory insurance law, and other states 
recently have passed financial responsibility laws 
which have, in some cases, opened avenues for 
oppression, but that fact will not deter action by 
the Kentucky legislature. 


Birmingham Rates Reduced 

BIRMINGHAM, ALA., Oct. 20.—A reduction of 
fire insurance rates in Birmingham has just 
been announced. One reduction applies to fire- 
proof buildings of the triple-A class which are 
not equipped with sprinkler systems. About 
20 per cent was cut from the existing rate 
and applies to a number of downtown buildings. 
Buildings with sprinkler systems already enjoy 
a low rate. 

A reduction has also been made in the Home- 
wood and Hollywood suburbs of Birmingham 
due to the recent establishment of a modern 
fire department. The rate now is substantially 
the same as in Birmingham proper. 





Supt. Conway Files Report on 
Liberty Underwriters 





.Forty-Three Year Old Association 
in Process of Liquidation 
by Order of Court 

According to a report just filed by Albert 
Conway, State Superintendent of Insurance, in 
the New York county clerk’s office, of the 
liquidation made of the Liberty Underwriters 
of New York, a Lloyds association, by the 
Liquidation Bureau of the State Insurance 
Department the subscribing underwriters are 
liable for the losses and expenses of the asso- 
ciation. The report gives the balances due and 
unpaid on the notes of the subscribing under- 
writers who owe debit balances, and the credit 
balances due those whose subscribing notes were 
paid in full. The creditors and policyholders 
will receive 100 per centum with interest 
according to the report of Superintendent Con- 
way. The complicated affairs of the associa- 
tion and the large amount of work required 
to unravel the accounts of the subscribing un- 
derwriters resulted in considerable expense, but 
the liquidator pointed out today that before the 
affairs of the association are closed, the ex- 
penses will be less than the income and the 
record heretofore maintained by the Liquida- 
tion Bureau of keeping expenses within income 
will not be broken. 

Liberty Underwriters has been doing a fire 
insurance business in New York and other 
States under a charter granted by the State 
of New York on October 26, 1886. It was 
originally known as Isthmus Lloyds of the 
City of New York. In February, 1917, it 
assumed the name of the Equitable Under- 
writers of New York, and on December 11, 
1917, it became the Liberty Underwriters. 





HONORED AT THE ANNUAL CONVENTION OF THE ILLINOIS ASSOCIATION 





James M. Newburger, 
Chairman of the Board 


THE SPECTATOR 
October 24, 1929 


R. W. Troxwell, 
The New President 





Rockwood Hosmer, 


Committee Chairman 
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Netherlands to Affiliate 
With Caledonian 


Three Companies to Be Under 
One Management in the 
United States 


Offices to Be in Hartford 


Robert R. Clark, U. S. Manager of 
Caledonian, to Succeed Letton 














It was announced recently by J. F. D. 
Scheltema, general manager of the Nether- 
lands Insurance Company of The Hague, 
Holland, that with the retirement of United 
States Manager Harold W. Letton the company 
would become affiliated with the Caledonian In- 
surance Company of Edinburg and the Cale- 
donian-American Insurance Company of New 
York, and the appointment of Robert R. Clark, 
U. S. manager of the Caledonian group to suc- 
ceed Mr. Letton. It was also stated that with 
the change of managership the offices of the 
American headquarters of the Netherlands 
would be moved from Chicago to Hartford. 


The Netherlands Insurance Company entered 
the United States in 1897 but reinsured and 
withdrew in 1901. In 1913 the company re- 
entered the U. S. and at the present time the 
United States branch has total assets of $1,- 
729,000, an increased premium reserve of $597,- 
000 and a net surplus of $1,031,000. 


The Caledonian’s United States branch has 
assets totaling $4,688,000, a premium reserve of 
$2,722,000 and net surplus of $1,540,000, while 
the Caledonian-American has total assets of $1,- 
145,000, which brings the combined assets up to 
and exceeding $7,500,000. 


Robert R. Clark, who is to mange the Neth- 
erlands, first became identified with the ipsur- 
ance business in the Boston agency of William 
A. Muller & Co. Later he became special agent 
of New England for the Newark Fire and, in 
1914, was appointed general agent for the New 
England department of the Caledonian. Re- 
taining that position for ten years, Mr. Clark 
was then promoted to the position of executive 
general agent, and in 1925 was appointed assist- 
ant United States manager. After two years as 
assistant manager Mr. Clark became United 
States manager. 


Buckeye Union Outing 


Franxrort, Ky., Oct. 17,—A party of 150 
agents of the Buckeye Union Tasualty Com- 
pany of Jackson, O., visited Louisville, Ky., 
last week. The party was met by August G. 
Koertnerm, manager of the commercial depart- 
ment of the field and representatives of other 
insurance interests. The trip was made by 
river, all of the important places of interest in 
the city being visited after the party arrived at 
the city. The outing was in charge of Ira L. 
Morris, secretary and general manager of the 
Buckeye Union Casualty Company. 
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Marine Insurance—Its Principles and 
Practice 


The second edition of Marine Insurance— 
Its Principles and Practice, by William D. 
Winter, LLB., F. I. I. A., second vice-president 
of the Atlantic Mutual Insurance Company of 
New York, has been issued by the McGraw-Hill 
Book Company, Inc. It is about ten years since 
the first edition of this excellent work was 
published, and the various modifications and ex- 
tensions of the application of marine insurance 
principles which have occurred since the close 
of the world war have rendered a new book 
desirable. This book affords an accurate source 
of non-technical information on ocean marine 
insurance for those who require a_ general 
knowledge of this subject. 

The principal topics treated in Mr. Winter’s 
work are The History of Marine Insurance, 
Its Oginin, Growth and Present State; Physical 
Geography in Its Relation to Marine Insurance; 
Commercial Geography in Its Relation to Ma- 
rine Insurance; Commercial Documents; Ships 
and Shipbuilding ; The Ship as a Cargo Carrier ; 
The Contract of Marine Insurance; The Policy, 
Assurer and Assured; The “Perils” Clause; 
The Memorandum, Warranties, Representation 
and Concealment; Cargo Insurance as an Un- 
derwriting Problem; Specific Cargo Risks; 
Hull Insurance; Special Policy Forms for the 
Insurance of Hulls; Freight Insurance; War 
Insurance; Reinsurance; Losses; General Av- 
erage; Particular Average; Total and Con- 
structive Total Losses; War Losses; Brokers’ 
Mutual Companies; Office Organization, and 
the Annual Statement. 


In addition, there are numerous interesting 
appendices. 

This valuable compendium of information 
concerning marine insurance contains nearly 
500 pages and sells at $4 per copy. 


Fire Insurance Lectures at 
George Washington 





Rollin M. Clark of United States 
Daily to Conduct Course 

Rollin M. Clark, until recently Assistant 
Manager of the Insurance Department of the 
Chamber of Commerce of the United States, and 
newly appointed head of the Insurance Depart- 
ment of the United States Daily, will give 
four lectures before the Insurance class at 
George Washington University, beginning Fri- 
day, October 11th. Mr. Clark will cover the 
subject of Fire Insurance in a general way, the 
topics for his lectures being: 1. Functions of 
Fire Insurance, Types of Carriers and Insur- 
able Interest. 2. Fire Insurance Contract. 3. 
Clause and Forms. 4. Fire Insurance Rates. 

Dr. Rainard B. Robbins, vice-president-actu- 
ary of the Union Labor Life Insurance Com- 
pany, who has charge of this course, states that 
while most of the year will be devoted to the 
study of Life Insurance, it is planned to give a 
general review of various kinds of insurance and 
to call on specialists in different lines to address 
the class from time to time. 





Separation Has Not Hurt 
Firemen’s of Newark 


President Neal Bassett Says 
Less Than 7 Per Cent of New 
Jersey Agents Have Resigned 


Letter to Agents 





Characterizes Separation as an Un- 
American Program 





How the Firemen’s Insurance Company of 
Newark, largest fire carrier in New Jersey and 
a non board company, feels about separation, is 
indicated in these extracts from a letter sent out 
to agents of the company recently by President 
Neal Bassett. The letter says in part: 

We have been so repeatedly queried as to the 
results of so-called “separation” in New Jersey 
as applied to our organization, and there have 
been so many incorrect statements, advertently 
or inadvertently, made regarding this matter, 
that we feel it desirable to recite the facts now 
that the date upon which the so-called “separa- 
tion” was to become effective (October 1, 1929) 
is past. Prior to this time a statement regard- 
ing this subject would of necessity have been 
on an estimated basis; now it is exact. 

On October 15, 1929, two weeks after the 
final date named for “separation,” the results 
for us are as follows: Before the “separation” 
campaign we had 1,239 agents. Of these sev- 
enty-nine have resigned because of “separation.” 
In other words, because of “separation” 6.38 per 
cent of our New Jersey agents have resigned. 
After making full allowance for the premiums 
lost through resignation of the seventy-nine 
agents our New Jersey premium increase for 
the year 1929 is at the rate of 25.28 per cent. 

We know that you will be very glad indeed to 
learn the foregoing results, and that you will be 
fortified thereby in your firm determination to 
stand by the principles of self-determination and 
self-respect, and not to be led astray by the un- 
American program of “separation.” 


Herbert Walton Ellis Dies 

Funeral services for Herbert Walton Ellis, 
who died Monday in a Connecticut sanatarium, 
will be held today at his home, 44 Prospect 
Place, Brooklyn, N. Y. 

For the major part of his career Mr. Ellis 
had been identified with the fire insurance busi- 
ness, but at the end of 1927 he retired from the 
assistant United States managership of the 
Phoenix Assurance Company to join the direc- 
torate of the banking house of Broomhall, 
Killough & Co., Inc., of New York City. Soon 
after entering the investment business Mr. Ellis 
suffered a nervous breakdown. For a time he 
recovered sufficiently to return to business, but 
suffered a relapse, however, which necessitated 
retirement from active duty. 

Born in Brooklyn, May, 1884, after finishing 
high school, Mr. Ellis entered the account- 
ing department of the Queen Insurance Com- 
pany, where he remained for three years, at 
end of which time he resigned to join the 
London Asurance Corporation. Having become 
the head of the reinsurance department of the 
London after seven years, he then became af- 
filiated with the London Assurance Corporation. 
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Merchants and Manufacturers 
Declare Extra Dividend 





Corroon & Reynolds Company Pays 
$240,000 to Stockholders in Ten 
Months 

The directors of the Merchants and Manu- 
facturers Fire Insurance Company, through the 
president of the company, Joseph M. Byrne, 
have announced the declaration of a special 
dividend of $90,000 to the stockholders of that 
company, which is, operated under the manage- 
ment of Corroon & Reynolds, Inc., of New 
York. 

This dividend, which is equivalent to 45 cents 
per share, and the regular quarterly $50,000, or 
25 cents per share dividend, on the 200,000 
shares of —$5 par value—outstanding common 
stock, when paid, will bring total dividend dis- 
bursements for the year up to $240,000. This 
amount will be equivalent to 24 per cent on the 
outstanding capital of $1,000,000, and to 6 per 
cent on the $4,000,000 paid into the treasury of 
the company by the stockholders. Both divi- 
dends are to be payable to stockholders of rec- 
ord at the close of business October 25. 


Los Angeles Fire Insurance Exchange 
Re-elects Officers 

Los ANGELES, Cauir., Oct. 7.—In accordance 
with the recommendations of the nominating 
committee, last year’s officers of the Los An- 
geles Fire Insurance Exchange, with the excep- 
tion of the treasurer, were elected to succéed 
themselves at the annual election held recently. 
C. A. Kenyon, who has served the organization 
for years as treasurer, requested that owing to 
ill health he not be re-elected. Accordingly, 
I. O. Levy, a former president of the Exchange 
was chosen as treasurer for the coming year. 

Other officers elected were as follows: Eugene 
Battles, president; Egbert Van Alen, vice- 
president; and H. G. Bobey, secretary. The 
governing committee will consist of the follow- 
ing: Gerald A. Rule, Fred H. Bagley, Harry 
Lee Martin, E. H. Morrison, J. E. Crawford, 
H. M. McKnight and H. Everett Charlton. 





Jackson Buys Riall Interest of 
Baltimore Brokerage Business 

BattimorE, Oct. 18—Howard W. Jackson, 
former Mayor, has bought the interest of his 
partner, Harry L. Riall, in the Riall, Jackson 
Company, insurance brokers. 

The firm will continue under the name of 
the Riall, Jackson Company, with the former 
Mayor as president, Samuel T. Beale. secre- 
tary, and Walter E. Lamar, treasurer. These 
officers, with Carle A. Jackson, will constitute 
the board of directors. 

Mr. Riall, who is retiring from active busi- 
ness, was secretary of the Firemen’s Insurance 
Company of Baltimore, which went out of 
business after the big fire of February 7 and 
8, 1904. 

Mr. Jackson bought a half interest in Mr. 
Riall’s new business September 1, 1910, the 
firm trading as the Riall, Jackson Company, 
with Mr. Riall as president and Mr. Jackson 
as vice-president. 
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Group Insurance on Live Stock 





Hartford Live Stock’s Policy Popular 
With Kentucky Breeders 

Franxkrort, Ky., Oct. 22—Owners of fine 
thoroughbred horses in Kentucky are welcom- 
ing the group plan of insurance for their stock. 
This plan of insurance is being written by the 
Hartford Live Stock Insurance Company of 
which F. A. .Forsythe of Lexington, Ky., is the 
agent in that city and generally in Kentucky. 
The insurance is for all thoroughbreds located 
on frames such as stallions, mares and other 
stock. The initial premium is 214 per cent for 
coverage, if there should be a loss then there 
would be deducted from the payment of the 
loss additional 2%4 per cent and after deduction 
there will be no further deduction. The stock 
is fully covered at all times. In this way 
breeders in case of no fatality would have a 
very light coverage, and in case of a fatality 
the additional charge is only about % of .01, 
this in the way protects the stock fully, and 
the breeder bears a very small proportion of 
the loss. 

Stockmen and breeders regard this as the 
most liberal proposition that has ever been 
made to them, and are much pleased with it. 
The conditions are that there must be at least 
ten head of stock insured, the insurer placing 
the value on his holdings individually. The 
insurance is being obtained through the Amer- 
ican Thoroughbred Association, which has its 
offices in Lexington, Ky. 


Columbia Insurance Courses 
Announced 





L. E. Falls, Frederick Hoadley and 
P. B. Sommers of American 
Instructors 
Columbia University has announced the or- 
ganization of courses e23-24 and e25 for the 
special Fire Insurance Scholarship Course which 
are to be open to additional students with no 
requirement that they be specially designated 
employees of insurance companies. Course 
e23-24, to be given on Wednesday evening from 
7:00 to 8:40, and e25 on Monday at 7:30 to 

9:10 P. M. 

Insurance e23-24 deals with the general prac- 
tice of insurance, covering the kinds of insur- 
ance written by fire insurance companies, the 
various kinds of carriers, the fire insurance con- 
tract, adjustment of losses, State regulations, 
underwriting, investments, agents, brokers, co- 
operative organizations, etc. It is offered by 
Prentiss B. Reed, assistant manager of the 
Phcenix Assurance Company, Ltd., of London. 
Insurance e25 covers practical problems in or- 
ganizing the insurance office for effective con- 
trol of underwriting and finances and typical 
solutions. It is offered by L. E. Falls, vice- 
president; Frederick Hoadley, secretary, and 
Paul E. Sommers, vice-president, of The Amer- 
ican Insurance Company. 

Application for admission to the above courses 
should be made immediately to Ralph H. 
Blanchard, School of Business. 
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General Brokers’ Association 
Fetes Albert Conway 





New York Superintendent Urges 
Brokers to Put Their Own House 
in Order 

The brokers of New York should set up their 
own standards of conduct, employ the machin- 
ery to enforce them, and, forgetting the trivial 
and annoying aspects of the business, set them- 
selves in readiness for the great harvest to come 
in the next ten years, said Albert Conway, New 
York Superintendent of Insurance, who was the 
guest of honor at a dinner given by the Gen- 
eral Brokers’ Association Tuesday night at the 
Hotel Astor, New York City. 

More than 2000 were present at the dinner, 
which was presided over by Arthur Arnow. 
Preceding Mr. Conway as speakers were Ter- 
ence F. Cunneen, manager of the insurance de- 
partment of the United States Chamber of Com- 
merce, who brought the greetings of that body 
as well as the felicitations of an old friend, and 
Samuel Macpeak, deputy superintendent of in- 
surance, who read a letter of regret from Gov- 
ernor Franklin D. Roosevelt. 

Among those seated at the dais were Herman 
A. Bayern, John J. Canning, Albert Dodge, R. 
P. Dorland, Frank L. Gardner, Robert M. 
Keleher, Mortimer Nathanson, Jesse Phillips, 
Theodore Rogers, Leonard Saunders, Francis 
P. Ward and J. L. Wood. 


The Fire Prevention Year Book 
for 1929 

The 1929 volume of Fire Prevention Year 
Book has been issued by Hough-Lawson, Inc. 
As its name indicates, it is devoted to the 
prevention of fire, and deals with the various 
methods of accomplishing this purpose. Among 
the general subjects dealt with are film storage, 
combined municipal and private alarms, ex- 
plosion hazards, fire hose standards, how fire 
prevention pays business men, hazardous ex- 
posures, home fire protection, hazards of oil 
storage, how Japan meets its fire fighting prob- 
lems, lessons of some past fire losses, school 
fires, sprinkler taxes, methods of resuscitation, 
carbon dioxide fire apparatu, the Cleveland 
Clinic fire and various other subjects con- 
nected with the prevention of fire. The book 
is well illustrated and sells at 50 cents per copy. 


Rate Reductions in Indianapolis Re- 
sults in Million Dollar Saving 
Recent reduction in fire insurance rates in 
Indianapolis should serve to bring additional 
factories and business firms to the city, declared 
Fred W. Connell, president of the city board 
of safety. Insurance companies recently an- 
nounced reductions of approximately 20 per 
cent in rates, amounting to a saving of about 

$1,000,000 annually in the State. 

“We have kept faith with the underwriters 
and co-operated to meet their recommendations 
for a better fire department in Indianapolis, a 
better method of prevention and for increased 
water protection,” Connell said. He added 
that the Indianapolis rate is the lowest for any 
city of the same size in the country. 
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We Beg to Announce Our Ap- 
pointment as GENERAL AGENT 
for FACULTATIVE and 
TREATY REINSURANCE 


of the 


MAJESTIC UNDERWRITERS 


of the 


Chicago Fire & Marine Insurance Co. 


and the 


Presidential Fire & Marine Insurance Co. 


Capital and Surplus. . . .$2,076,552.69 
ck Ae ower eae 4,594,791.72 


UNDERWRITERS’ ASSOCIATES, Inc. 


130 William Street, New York City 
Telephones: BEEkman 1910-1911 

















CASUALTY 


SURETY 





of BUFFALO, N. Y. 
(A New York State Stock Company) 
Special Automobile Rates 
Insurance Policies provide for Assureds 
participation in profits. Writing all types 


of the following classes of Insurance and 
Bonds. 


ACCIDENT CONTRACT BONDS 
AUTOMOBILE FIDELITY BONDS 
BURGLARY JUDICIAL BONDS 
LIABILITY LICENSE & PERMIT BONDS 


PLATE GLASS PUBLIC OFFICIAL BONDS 
WORKMEN’S COMPENSATION MISCELLANEOUS BONDS 


Surplus to Policyholders $1,700,000 


Agencies Open in the Following States 


MAINE DISTRICT OF COLUMBIA 
NEW HAMPSHIRE NEW YORK 

VERMONT OHIO 

RHODE ISLAND CONNECTICUT 
PENNSYLVANIA MISSISSIPPI 
MASSACHUSETTS LOUISIANA 

DELAWARE ILLINOIS 

MARYLAND VIRGINIA 

NEW JERSEY INDIANA 





























































60 PARK PLACE 


Assets - -  - $2,040,923.83 
Capital - - - $500,000.00 
Surplus to Policy 

holders - - $1,872,550.62 


GENERAL AGENTS 
Pacifie Coast Canada 








CARL N. CORWIN CO. P. J. PERRIN 
San Francisco, Cal. 465 St. John St. 

——___—_—. Montreal 

Virginia, No. and So. Carolina re 
Ss ihe rg ga T. A. MANNING & SONS 

peal Dallas 

Colorado Louisiana 

MOUNTAIN STATES AGENCY CO. HARRY S. KAUFMAN 
Denver New Orleans 





This Company Now Licensed in 24 States and Canada 





For Agency Connections Address Above, or 


Arthur H. F. Schumm 


Vice Pres. and General Manager 














W orxinc with its agents in building a 
closely-knit, efficient organization, the United 
States Fidelity and Guaranty Company con- 
tinues an uninterrupted successful growth. 

A fair attitude toward settlement of claims 
is productive of a high regard and good-will 
among both agents and assureds. 

Through the Fidelity and Guaranty Fire 
Corporation, you can write fire, automobile, 
tornado and allied lines, in addition to specialty 
lines. 


UNITED STATES FIDELITY 
AND GUARANTY 
COMPANY 


BALTIMORE - - MARYLAND 





ALLIED COMPANY 


FIDELITY AND GUARANTY 
FIRE CORPORATION 
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Empire State Mutual 
Claims to Be Paid in Full 


Utica Company Assumes Com- 
pensation Liabilities Under 
Signed Contract 


Conway Takes Possession 





Will Begin Payment to Claimants 
Immediately; Other Mutuals 
Back Utica Carrier 





Workmen’s compensation claimants who were 
insured by the Empire State Mutual Insurance 
Company, 358 Fifth avenue, New York city, 
which was recently taken over by Albert Con- 
way, State Superintendent of Insurance, for 
liquidation pursuant to an order of the Supreme 
Court made by Mr. Justice William Harmon 
Black, will receive 100 per centum on all claims 
for workmen’s compensation, according to an 
announcement made today by Superintendent 
Conway. 

According to the announcement of Mr. Con- 
way, the Utica Mutual Insurance Company of 
Utica, New York, one of the strongest mutual 
companies in the State, having assets of over 
$5,600,000 and a surplus to policyholders of 
over $1,200,000, and which is fully able to as- 
sume all of the compensation liabilities of the 
Empire State Mutual Insurance Company, 
signed a contract in and by which the Utica 
Mutual Insurance Company as assumed and will 
immediately pay all compensation claims due 
and will continue to pay all such claims until 
all claimants against the Empire State Mutual 
Insurance Company for workmen’s compensa- 
tion are paid 100 per centum. 

In June, 1929, the Empire State Mutual In- 
surance Company was found to be in a hazard- 
ous condition by Mr. Nathan Beckwith, an of- 
ficial examiner of the Insurance Dpartment, and 
upon Mr. Beckwith’s report the Superintendent 
applied to the Supreme Court for an order di- 
recting liquidation. The Empire State Mutual 
Insurance Company opposed the application, but 
Mr. Justice Harmon Black held that it was for 
the best interests of the policyholders, creditors 
and the public that the Empire State Mutual 
Insurance Company be discontinued. The jus- 
tice stated in his opinion that it would be better 
for all persons interested to allow the Superin- 
tendent of Insurance to take possession so that 
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Hudson Casualty Names Agents 
in Four Eastern States 





New Jersey Company Receives Ohio 
License, Vice-President Kreps, 
Announces 





J. F. Whelehan, superintendent of agencies 
of the Hudson Casualty Insurance Company 
of Jersey City, N. J., announces the appoint- 
ment of the following agents: 

Wheelock Insurance Agency, Inc., of Han- 
over, N. H.; Vetter-Hennie Insurance Agency 
of Cleveland, Ohio; Smith-Wheelock, Inc., of 
Burlington, Vt.; Logue Bros. and Company, 
Inc., of Pittsburgh, Pa. 

The Hudson Casualty Company has received 
its license to transact casualty lines in the 
State of Ohio, Vice-President M. A. Kreps 
announced today. The company has appointed 
Leon D. Brown to service the Ohio territory 
from West Pennsylvania to Indiana. Another 
general agent recently appointed by the Hudson 
Casualty is R. A. Brown of Cleveland, Ohio. 








the policy obligations could be reinsured by the 
Superintendent in the usual way. 

The action of Mr. Conway in reinsuring the 
policy obligations of the Empire State Mutual 
Insurance Company is in conformity with the 
usual practice of the Insurance Department 
which provides for taking possession before in- 
solvency and reinsuring so that policyholders 
will sustain no losses. 

Mr. John L. Train, General Manager of the 
Utica Mutual Insurance Company, announced 
last Saturday that if there should be any deficit 
arising in the final liquidation of the affairs of 
the Empire State Mutual Insurance Company, 
a majority of the other mutual insurance com- 
panies transacting workmen’s compensation in- 
surance in New York State will contribute to 
the Utica Mutual Insurance Company their pro- 
portionate share of such deficit. This arrange- 
ment, therefore, affords protection not only to 
the claimants but also secures the Utica Mu- 
tual Insurance Company as the reinsuring com- 
pany. 

Mr. Train said that all applicants for com- 
pensation desiring additional information will 
be able to such information at the New York 
city office of the Utica Mutual Insurance Com- 
pany, which is located at 225 West 34th street, 
New York city. 





Commonwealth Casualty 
May Effect Merger 


Philadelphia Company Gets 
Control of Columbus Ohio 


Carrier 


Expect to Consolidate Both 





Vice-President Cook of Common- 
wealth Announces Purchase; Will 
Give Detailed Plan Soon 





PHILADELPHIA, Oct. 21.—E. W. Cook, vice- 
president aud general manager of the Common- 
wealth Casualty, announced today that his 
company had purchased the controlling interest 
in the American Guaranty of Columbus, O. 

Mr. Cook said that it is planned to merge 
the two companies and added that the details 
of the plan will be announced in the near 
future. 

The American Guaranty has a capital of 
$215,000 with assets in excess of $500,000. Its 
premium income amounts to approximately 
$400,000 annually, divided among almost all 
lines of casualty insurance. 

The purchase of the American Guaranty is 
the second consummated by the Commonwealth 
Casualty within the past two months; the plate 
glass business of the Calumet Casualty having 
been taken over recently. The premium income 
of the Chicago company amounted to $130,000 
annually and was composed entirely of plate 
glass business. 

The Coimmonwealth Casualty, which is the 
oldest Philadelphia casualty company, is said 
to be enjoying the most prosperous year in 
its history. 

The American Guarantee Company, which 
was organized in 1912, had a total income of 
$349,037 as of December 31, 1927, with net 
premiums of the same date of $309,890. At 
that time the company had a cash capital of 
$215,000 and total assets of $557,188. The 
surplus over capital and all other liabilities 
was $100,077 and the surplus to policyholders 
was $315,077. 

The company was organized under the Ohio 
laws in 1912; its present charter permits it to 
write all kinds of insurance except fire and life. 
The company is a member of the Towner 
Rating Bureau. Further plans of the proposed 
merger will be announced later. 


Casualty, Surety, Etc. 








COME TO 
SOUTHERN CALIFORNIA 


The land of prosperity and health. Unrivalled as 
an agricultural, industrial, home community, where 
industry is alive and living is a pleasure. 


Real Money for live wires with 


MOUNTAIN STATES 
LIFE INSURANCE COMPANY 


Hollywood, California 
William L. Vernon, President 


R. N. Stevenson 
V. P. & Agency Mer. 
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SECOND EDITION 


FREQUENCY CURVES 
CORRELATION 


By W. Palin Elderton, F. I. A., C. B. E. 


In this, the second edition, the work on Frequency Curves 
has been rearranged and now includes a comparison 
of various systems on Curves. The chapters on Correla- 
tion, Contingency, Probable Errors and Goodness of Fit 
have been rewritten and enlarged and a new chapter on 
Correlation has been added. An abridged course of read- 
ing suggested for those desiring especially to know about 
the practical treatment of correlation, sampling, etc. This 
valuable technical work contains 248 pages, and also fold- 
ing diagrams and tables. 


Price, $5.00 
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THE 
BUSINESS BUILDER 
SERVICE 


A series of 


INFORMING WORKS OF VALUE 
TO AGENTS AND PROSPECTS 


By William T. Nash 


Originator of Monthly Income Insurance 


Much valuable advice and instructive matter for agents, 
including the veteran and the beginner, can be found in the 
publications issued by The Spectator Company of which Wil- 
liam T. Nash is the author. 


LEAFLETS FOR CREATING PROSPECTS 
BIG BUSINESS AND LIFE INSURANCE 
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DOES A YOUNG MAN NEED LIFE INSURANCHE?.............. 15 
FAMILIAR DANGERS LOSE THEIR TERRORS................ 10 
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RSET EINGS TERE OT OT OF TG aoa iookc ste ici rccseerec sess 10 
GET ACQUAINTED WITH YOUR LIFE INSURANCE............ 10 


GIVING THE BOY A CHANCE.. 
HOW MUCH LIFE INSURANCE SHOULD A FARMER CARRY?..10 
ee IN 0500 :0:4i0 wip 6 0.605.040 win sine ssis'e pisieinien scisiegielo eels 10 
PRR Ne Re ENN bo a'5: fe lsisio0(, sisraig inl wplgeainielein ia eereeas ols eae 10 
ONE BUSINESS MAN’S EXPERIENCE WITH LIFE INSURANCE.15 
a EXPERIENCE WITH eenetebdeeaiil a 


ONE SALARIED MAN'S EXPERIENCE WITH LIFE INSURANCE 15 
ONE SELF-SUPPORTING WOMAN AND HER LIFE INSURANCE .15 
ONE YOUNG MAN'S EXPERIENCE WITH LIFE INSURANCE. .10 














PARTNERS AND LIVE INSUBANEGH...... cccicccoccscevecsccececees 10 
REAL REASONS FOR LIFE INSURANCE..............eeceeeeee: 10 
SENSE OF SELF-PRESERVATION, THE...........cccscccccecees 10 
WHAT LIFE INSURANCE MEANS IN DAILY LIFE............- 10 
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LEAFLETS FOR INSTRUCTION OF THE AGENT 
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CHARLIE FERRELL'S DHAD BOOK. ........ccccccccsessesccsece 10 
METHODS THAT WIN SUCCESS..... ee asia ieee 
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WHEN SUCCHSe 1S A FARO RE 6... ooiccccictssascccccsccsesocsce 10 
LEAFLETS FOR MONTHLY INCOME PROSPECTS 
ENSURING VOUR TNBURANCH . .... 0.2 cecccenescecesivcscccvesisies 10 
JOHN APPLEGATE S ENSURANCH.... .cicccccccscccssgesecseens 10 
Re rN A oso ornio i559 niu. 0! 6:00 6 nidio Saisie ele 5:0 4:8 hive wieeleie 10 
ONE WOMAN’S EXPERIENCE WITH A MONTHLY INCOME.. .15 
COT, OF a Fr IAS 0 occ osaisccossiecscccsices660 cue 10 
SATISFACTION OF KNOWING, THE........cccccecccccccccccces 10 
SEAVER PU WO Ni oo 6: 5.00:6 on 0:55 0:9, 01010 010 0 sis si0iccs aces gs 10 
CONSERVATION LEAFLETS TO REDUCE LAPSATION 
BEE EA I oon sce nes cbesvicesscenceasegecees 
DON’T THROW AWAY THE LIFEBOAT. ...... soe e eee ee ee 10 
GET ACQUAINTED WITH YOUR LIFE INSURANCE...........5 10 
PENG WO ee hs ono cn ccscesincecccceccccc esos 10 
HOW HOPS AEE SHAT SMED,. 0 oc ccccsccccscccesccscerecseves 10 
SOE ION A cet ORT ONE ono s)n:6 oc 0100's 6100.0 46 0.00 c.n:0ecicensb 050000000: 10 
A WIDOW’S AWAKENING...........esee08 Cc cccccccccccccccoece 10 
WHY WE DONT LIVE PORBVER o.oo icc cecdscwcccccsccscnsces 10 
CONSERVATION LEAFLETS TO REDUCE LOANS 
BORROW Sn MERI oF ook cc civcwasvonsiocccscesseeseczes 10 
BORROWING ON YOUR LIFE INSURANCE...........cceeceeees 10 
HAVE YOU A LOAN ON YOUR LIFE INSURANCE?.............. 10 
LEAFLETS ON ACCIDENT AND HEALTH INSURANCE 
be Gee ys ee ae eT eco eee ene 10 
SOMETHING IS ALWAYS MMIII. as css ccveacacescececnns 10 
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Sample copies of all the Nash leaflets, varying in price from ten to twenty- 
five cents each, amount to $5. 55. Send us $4, and we will mail you sample 
copies of all 48 of the Nash leaflets convenient! packed in a carrying case 
for easy reference. Ask for circulars giving prices in quantities. We will 
also mail you on application a 32 page descriptive pamphlet entitled The 
Business Builder’s Service. 


THE SPECTATOR COMPANY 


INSURANCE EXCHANGE 243 WEST 39TH STREET 
CHICAGO NEW YORK 
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N. Y. U. Gets Ten Scholarships 
in Safety Study 





Free Tuition in Accident Prevention 
Courses Donated by Arthur 
Williams 


Ten free scholarships for courses in accident 
prevention for students undertaking training 
as public and industrial directors have been 
announced by New York University by Rufus 
D. Smith, director of the extension division. 
The students must exhibit qualities of leader- 
ships to participate in the course of study 
according to one of the provisions set forth 
by the university. 


Call for Leaders 


The announcement was made coincident with 
a call for men with qualities of leadership for 
executive positions in the safety movement, 
issued by the university, the American Museum 
of Safety and the National Society for the 
Prevention of Blindness. 

The scholarships were donated by Arthur 
Williams, president of the museum, who named 
ten organizations that may designate one candi- 
date each. These are: 

The Merchants Association of New York. 

The New York State Chamber of Commerce. 

The Brooklyn Chamber of Commerce. 

The Queens Chamber of Commerce. 

The Bronx Board of Trade. 

The industrial education department of the 
Y.M.C.A., New York. 

The New York City Continuation Schools. 

The New York City Realty Board. 

The American Federation of Labor, New 
York city office. 

The General 
America. 


Contractors’ Association of 


Evening Classes 

The schoiarship awards by Mr. Williams, 
the announcement said, were influenced by the 
constantly increasing toll of accidents, which 
claimed 97,000 lives in the United States last 
year. The number of accidents in New York 
State, it was added, increased by 10,000 in the 
first seven months of this year over the like 
period in 1928. 

Instruction in safety will be given in evening 
classes at the Washington Square branch of 
the university by the following instructors: 

C. W. Price, consulting safety engineer and 
former general manager of the National Safety 
Council. 

Dr. George E. Payne, assistant dean, School 
of Education, New York University. 

Louis Resnick, director of publicity, National 
Society for the Prevention of Blindness. 

W. Graham Cole, director of safety, Metro- 
politan Insurance Company. 

S. S. Carstens, safety engineer, Metropolitan 
Life Insurance Company. 

The courses will include practical instructions 
in accident control in industry, public safety, 
the uses of educational data and publicity and 
the other chief branches of the work. 
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General Accident Celebrates 
Thirtieth Anniversary 





Commenorates Entrance Into United 
States With Three-Day Fete; 
156 Agents on Hand 

Puivaperruia, Oct. 24—The celebration 
commemorating the thirtieth anniversary of 
the entrance into the United States of the 
general accident opened this morning at the 
3ellevue-Stratford with some 150 agents of the 
company on hand to hear the welcoming 
addresses of Frederick Richardson, United 
States manager of the company, and F. Norie- 
Miller, general manager of the company. 

The business sessions of the three-day cele- 
bration will be very brief, most of the time 
being devoted to social features. Following 
the luncheon today, the agents will have their 
choice of either taking a trip to Valley Forge 
or else playing golf. Tonight there will be 
a dinner at the country club with an unusually 
fine entertainment. 

There will be a business session tomorrow 
morning but after luncheon the agents will 
leave for Atlantic City where a banquet will 
be held tomorrow night at the Ambassador 
Hotel. The celebration will wind-up with a 
breakfast in Atlantic City on Saturday morning. 


Field Conventions 

BattimoreE, Oct. 21—Howard C. Helland, of 
the burglary; E. C. Jolliffe, of the liability; 
Mosby Montague, automobile insurance; Fran- 
cis G. Urner, banker’s blanket bond, and 
Charles L. Vaile, fidelity departments of the 
United States Fidelity and Guaranty Company, 
are holding a series of field conventions in all 
sections of the country. 

The first meeting was held in Milwaukee and 
last week at Charleston, W. Va. This week 
they are visiting the Cleveland branch office. 


Alliance Casualty Appoints 
Frank B. Power 

The Alliance Casualty Company announces 
that Frank B. Power has become affiliated with 
its New York office, at 87 Maiden lane. Mr. 
Power upon his graduation from Columbia 
University entered the National Surety Com- 
pany in the fidelity department of the home 
office. Subsequently, he became assistant man- 
ager of the brokers’ branch, and in 1927 was 
transfered to the William street office in the 
fidelity department. 


Standard Accident Among Fifty 
Advertising Leaders 

A recent letter sent to C. E. Rickerd, ad- 
vertising manager of the Standard Accident 
Insurance Company, Detroit, signed by D. L. 
Ward, president of the Graphic Arts Division 
of Philadelphia, carried the announcement that 
the Standard Accident was among the first 
50 direct mail users in the country which were 
selected to portray the best campaigns used 
during the year. 

Standard’s exhibit was displayed at the Cleve- 
land advertising convention. 
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The Employers’ 

Liability Assurance 
Corp., Ltd. 


The Employers’ Fire 
Insurance Co. 


American Employers’ 


Insurance Co. 


SAMUEL APPLETON BUILDING 
110 Milk Street, Boston, Massachusetts 


Practically every form of Insurance 


except Life 


The Experience of a Dentist 
with Inadequate Insurance 





A PAGE from actual life—the 
story of a dentist, who has learned 
the real worth of the “competent 
insurance man.” 

| A mishap on a week-end motor 
trip resulted in a seven-weeks ab- 
sence from his practice . . . To 
be sure, an accident policy pro- 
tected him, and after it was too 
late, he discovered that it gave a 
weekly income of twenty-five dol- 
lars. 

For the seven long weeks there 
was no other income, while the 
regular overhead continued—plus. 
the extra expenses caused by the 
accident. Now his protection is. 
more in harmony with the re- 
quirements of a prominent pro- 
fessional man, but the experience. 
was costly. 

f There is only one way to be 
sure—let the “competent insur- 
ance man” recommend the proper 
policies for your particular case 
in the first place . He will 
recognize, and provide for, all 
possible exigencies — beforehand. 


The above is the message which The Em~ 
ployers’ Group is giving the insuring public 
through the media of national magazines. 

Agency connections with The Employers 
Group are still available for the competen 
insurance man. 
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THE INSURANCE YEAR BOOK 


SERVICE tor 1929—1930 


FIFTY-SEVENTH ANNUAL ISSUE 


= over half a century The Insurance Year Book has been relied 

upon as an accurate and comprehensive source of information, and 
has been and is justly regarded as the greatest encyclopedia of insurance 
statistics in the world. With the continued annual expansion in all 
branches of the insurance business, The Insurance Year Book has grown 
from one small volume until it is now published in 


Three Volumes, Comprising Some 4,000 Pages 
devoted respectively to LIFE INSURANCE, FIRE AND MARINE 
INSURANCE and CASUALTY, SURETY and MISCELLANEOUS 
INSURANCE 


In addition to the standard statistical history a prose history of 
each company from organization to date is given, including capital 
changes, surplus contributions, dividends, changes in control, changes 
in plan, kinds of policies written, etc. 


EACH VOLUME Is COMPLETE IN ITSELF 


BRIEF OUTLINE OF CONTENTS 


CASUALTY, SURETY AND MIS- FIRE AND MARINE VOLUME 
CELLANEOUS VOLUME (Subecribers are also entitled to Bulletins 


(Subscribers are also entitled to Bulletins and Special Confidential Reports) 


LIFE VOLUME 


(Subscribers are also entitled 
to Special Confidential Reports) 


Reports of Life Insurance Companies 
—Historical Data. 

Statutory Requirements. 

Statistical History. 

Compendium of Official Life Insur- 
ance Reports. 

Statistics of Foreign Companies. 

Canadian Department. 

Business by States. 

Stipulated Premium, Assessment and 
Fraternal Insurance. 


Directory of Insurance Agents, Law- 
yers and Medical Examiners. 





and Special Confidential Reports) 


Reports of Casualty, Surety and 
Miscellaneous Insurance Com- 
panies—Historical Data. 

Statistical Tables. 

Classified Premiums, Losses and 
Expenses. 

Business by States. 

Liability and Workmen’s Compensa- 
tion Insurance Laws and Statistics. 

Premiums, Losses, Commissions and 
Expenses by Classes for Five 
Years. 

Directory of Insurance Agents, Law- 
yers and Medical Examiners. 





Reports of Fire Insurance Companies 
—Historical Data. 


Short Rate Tables. 

Statistics of Fire Insurance Business. 
Classification of Premiums and Losses 
Retired Companies. 

Underwriters’ Organizations. 

Foreign Insurance Companies. 
Marine Insurance Data. 

Fire Departments and Water Supply. 
(In towns of over 2,000 population) 
Directory of Insurance Agents, Law- 

yers and Adjusters. 


PRICES: 
Life Insurance Volume................... $20 Fire and Marine Insurance Volume............ $20 
(Including Special Confidential Reports) (Including Bulletins and Special Confidential Reports) 
ayomeonae wd ae patie enee wes 99 Either Two Volumes, ordered together......... 35 
(Including Bulletins and Special Confidential Reports) All Three Volumes, ordered together........... 50 


Sent postpaid to any address in the United States, or any country in the Postal Union (except Great Britain), on receipt 
of price; to other countries, extra cost of postage added. Customs charges added. 
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Southern Surety Increasing 
Capital to 3 Million 


Officials Out to Keep Pace 
with Rapid Strides 
of Advancement 


Stockholders Meet October 31 





Proposed Capital to Consist of 
300,000 shares at Par Value 
of Ten Dollars 





Stockholders of the Southern Surety Com- 
pany will next Thursday afternoon meet at 
the home office of the organization, 111 John 
street, New York city, to take action on the 
proposed increase of capital from $2,500,000, 
consisting of 250,000 shares of $10 par to 
$3,000,000 consisting of 300,000 shares of $10 
par. The board of directors of the Southern 
Surety will meet to take official action on the in- 
crease following the meeting of the stockhold- 
ers. 

According to officials of the organization the 
increase in the capital is necessary to keep the 
capitalization in line with rapid development 
of its business throughout the country. Since 
the first of the year, the Southern Surety has 
increased its business volume approximately 43 
per cent as a result of its extended field of 
operations. The underwriting results thus 
effected have been exceptionally satisfactory. 
Aside from the rapid strides of progress made 
by the company in the East the Southern Surety 
has been rapidly exanded throughout almost 
every section of the country. 

The reserves of the company are being built 
up in proportion to the business development 
and now amount to substantial sums. For this 
reason it was decided to place the capital ac- 
count in proportion to the size the company 
has now assumed. The price at which the 
new 50,000 shares of stock will be issued will 
be determined at the later meeting. 


Franklin Surety Increases Volume 
of Business 

The Franklin Surety Company, New York, 
announces that its gross premium volume of 
business written for the third quarter of 1929 
was $382,118.30 as compared to $243,669.07 for 
the second quarter of the year, which makes a 
total of $738,454.64 for the first nine months. 
The company began to write casualty lines on 
the first of January, 1929, and in the first 
quarter of the year wrote a gross premium 
volume of $112,667.27. The gross premiums 
written for the third quarter were an increase 
of 57.2 per cent over the second quarter. 





Compulsory Suretyship 
Governor John Hammill of Iowa urged com- 
pulsory suretyship in his address before agents 
of the Federal Surety Company of Davenport 
in convention Tuesday. He said that legislation 
prohibiting private surety should be enacted. 
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Ten Billion Covers Bullion 
Carriers 

New York’s army of armored truck 
guards and the trucks which they oper- 
ate are insured for $10,000,000,000. About 
700 drivers of these trucks which carry 
gold bullion and greenbacks through the 
streets daily are covered for half that 
amount while their trucks are covered for 
a like sum. 

The United States Trucking Company, 
which operates eighty of these armored 
cars, insured their 400 guards to the tune 
of $8,000,000 each, while the cars are 
insured for a like amount. This aggre- 
gation, which daily dons its guns and 
carts gold and greenbacks hither and 
thither, are bonded for $3,200,000,000. 

The crews of these cars, which carry 
so much responsibility, naturally are men 
of the highest character and are chosen 
with the greatest care. To become a mem- 
ber of this army each applicant must ac- 
count for his years since the time he left 
school. He must deliver a clean record 
from each job he has had, and must, by 
all means, be an excellent shot. 

Each day the crew of a car, three 
guards and a driver, are rescrambled. 
Never does the same crew work together 
on any consecutive day, nor for that mat- 
ter twice in the same month. To insure 
further precaution, the men never know 
the night before where they are going 
on the following day. ; 

“Only one man out of 200 applicants is 
accepted,” William R. Huntington, vice- 
president in charge of the armored car 
department of the United States Trucking 
Company, explained. “All of the men 
enlisted are finger-printed and photo- 
graphed, the results being on file with the 
Police Department. 7 

“The banks have the best vaults ob- 
tainable, the most reliable officers, who 
are armed with the best guns, and yet 
they send the very securities they guard 
so carefully out into the streets with an 
unknown boy. Therein lies the crime.” 
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Will Revise Plate Glass 
Rates in New Manual 


Division of National Bureau 
Meets Competition of Non- 
Affiliated Companies 





May Issue Tariff December 1 





L. A. Sawyer Elected Secretary of 
Governing Committee at Reor- 
ganization Session 





A new rate schedule for semi-exposed glass 
will be included in the new rate manual of the 
plate-glass division of the National Bureau/ of 
Casualty and Surety Underwriters when the 
manual is issued December 1. The semi-exposed 
classification includes lights in store vestibules 
where they are six feet or more back from the 
street line, and the rate will be half that charged 
for street fronts. 

The action which came at the reorganization 
meeting of the plate-glass division of the Na- 
tional Bureau, held in New York City recently, 
is a result of an effort to meet effectively the 
competition of non-Bureau companies. 

Although the rate changes for the new man- 
ual will probably vary according to territory 
and classification, it is generally understood that 
there will be an over-all reduction, compared 
with existing taxes. 

L. A. Sawyer was elected secretary of the 
division’s governing committee. 

The New York Casualty, a subsidiary of the 
American Surety, was elected to membership 
in the plate-glass division of the Bureau. 





Surety Underwriters Association 
Annual Banquet 

C. K. Resenberg of the Great American In- 
demnity Company recently announced as chair- 
man of the entertainment committee of the 
Surety Underwriters Association of Philadel- 
phia, that the organization will hold its annual 
banquet in the Gold room of the Elks Club 
November 4. 


Penn Franklin Is Philadelphia Agent 
for Franklin Surety 

The Franklin Surety Company has announced 
the appointment of the Penn Franklin Corpora- 
tion as managing underwriters of Eastern Penn- 
sylvania. Headquarters of the organization are 
located at 702 Finance Building, Philadelphia. 
H. P. Franklin, president of the Penn Franklin 
corporation, was for many years associated with 
the Commercial Casualty Company. 


Bankers Indemnity Announces Open- 
ing of Pacific Coast Department 

The home office of the Bankers Indemnity In- 
surance Company at Newark, N. J., announces 
the appointment of George O. Hoadley as resi- 
dent vice-president in charge of their new Pa- 
cific Coast department, and Lynne C. Ulm as 
manager. The office is located at 332 Pine 
street, San Francisco. 
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INCOME INSURANCE 
SPECIALISTS 


Opportunities for Salesmen in 47 States: 


Address G. F. MANZELMANN, Agcy. Director 


NORTH AMERICAN ACCIDENT INSURANCE CO. 
208 S. LaSalle St. Chicago, III. 





























Satisfying Service 


The MUTUAL BENEFIT LIFE 
writes policy contracts that meet the 
needs of the people; assists its agents 
in presenting these contracts; and 
gives to policyholders a service that 
satisfies, 


The 
Mutual Benefit Life Insurance Co. 


Newark, New Jersey 
Organized 1845 























FRANKLIN 
SURETY 
COMPANY 


123 William Street 
New York 
FIDELITY AND SURETY BONDS 


BURGLARY AND PLATE GLASS 
GENERAL LIABILITY 





AUTOMOBILE LIABILITY 




















TRADERS PROTECTIVE BOND 





















THE OLD LINE 


CEDAR RAPIDS 
LIFE INSURANCE Co. 















CONTRACT 
| SONTHSST| 
GOOD carsicey| 

FOR GOOD MEN : 






GCBRobbins, Pres. CA Svaboda;, Secy 
HOME OFFICE: CEDAR RAPIDS, IOWA 


See ——— oe 























NorTHERN INSURANCE Co. 


OF NEW YORK 
83 MAIDEN LANE NEW YORK 


FIRE 
AUTOMOBILE 








1929 


Che Oldest Life Insurance Company 
in the West. Desirable territory open 
for live agents. Has an enviable record 


tor liberal dealing. 


ST. LOUIS MUTUAL LIFE INSURANCE CO, 
ST. LOUIS, MO. 

















REINSURANCE 


FIRE and CASUALTY 
ROSSIA INSURANCE COMPANY 


of America 


THE FIRE REASSURANCE COMPANY 
of New York 


AMERICAN RESERVE INSURANCE CO. 


of New York 


LINCOLN FIRE INSURANCE COMPANY 


of New York 


THE FIRST REINSURANCE COMPANY 


of - Hartford 





115 BROAD ST., HARTFORD, CONN. 
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Auto Fatalities in August 
Reach New Record 





Increase of Twenty-Three Per Cent 
Over Same Month of Last Year 
Reported in 27 States 


HartForD, Conn., Oct. 19.—More persons met 
death in automobile accidents in this country 
during August than in any previous month in 
the history of the United States, it is revealed 
by reports received by The Travelers Insurance 
Company from 27 states, having a total popula- 
tion of nearly 60 million. 

The 27 states report a fatality toll, which 
when applied to the country’s total population, 
indicates that approximately 2900 persons were 
killed in motor vehicle accidents in August. 

This loss of life is more than 23 per cent 
greater than the number killed in motor vehicle 
accidents in August of last year, and 8 per 
cnt greater than the number of deaths in July, 
this year, when a toll of 2679 was indicated. 
During the month, 93 persons were killed on 
the average each day, as compared with an aver- 
age toll of 76 in August of last year. 

From the reports of state officials it is shown 
that 1506 persons have been killed in automo- 
bile accidents in New York state during the 
first seven months of this year. In California 
the toll has been 1200 in eight months, while 
in Pennsylvania, 1196 have met death, and in 
Michigan, 896, during the same period. The 
toll in Ohio has been 735 in five months. Indi- 
ana, Missouri and New Jersey each have re- 
ported more than 500 deaths during the first 
eight months, while in Massachusetts, 467 have 
met death in motor vehicle accidents. 

Although the record of previous years shows 
that the number of fatalities from automobile 
accidents has been greatest in the last quarter, 
already many states have reported an average 
monthly fatality toll this year greater than in 
1928, 


Standard Surety Appoints Hartford 
Agent 

Stanley Maynard of the Standard Surety and 
Casualty Company, has announced the appoint- 
ment of George C. Harlock, 983 Main street, 
Hartford, Conn., as general casualty agent for 
his company. Mr. Hadlock has been a Hart- 
ford agent for several years and will develop 
sub-agents in the territory surrounding Hart- 
ford. He has a number of interests outside his 
agency, being a treasurer of Hartford manu- 
facturing plant and president of the Hartford 
Exchange club. 


Over Sixty-Three Million Gain 

A $63,527,537 gain in paid-for business, ordi- 
nary and group, is reported by Hillsman Taylor, 
president of the Missouri State Life Insurance 
Company, for the nine-month period ending Sep- 
tember 30, 1929. A total of $268,989,818 is re- 
ported paid for during this period. 

During the month of September, 1929, paid- 
for business amounted to $28,844,684—an in- 
crease of $5,549,084 over the corresponding 
month in 1928. 
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Federal Surety Names Special Agent 
for Indiana 

The Federal Surety Company of Davenport, 
Iowa, has announced the appointment of R. H. 
Whittemore as special agent for Indiana. His 
headquarters will be in the Indiana branch of- 
fice, 303 State Savings & Trust Building, In- 
dianapolis, of which E. J. Scoonover is man- 
ager. 

Mr. Whittemore began his insurance career 
before he had finished his schooling, working 
with the Glens Falls Insurance Company at the 
home office after school hours and’during sum- 
mer vacations. Upon the completion of his 
school work he became a member of the Glens 
Falls home office staff. He remained with them 
until going to Indianapolis in 1924. There he 
entered the employ of the Employers’ Insurance 
Corporation. Following his association with 
that company he served with the Metropolitan 
Casualty Company and later became the as- 
sistant manager of the Pennsylvania Surety 
Corporation branch office in Indianapolis; and 
more recently he has been manager of the In- 
diana branch of that company. 








Federal Surety Holds Its 
Agency Convention 





Annual Session at Home Office 
Attended by Leading Pro- 
ducers and Agents 


The annual agency convention of the Federal 
Surety Company is being held at the home of- 
fice at Davenport, Iowa, this week, beginning 
Tuesday and continuing until today. Vice-Pres- 
ident E. T. Shipman of the Eastern department, 
accompanied by about twelve or fourteen agents 
and department heads of the Eastern branch, 
left Sunday on the Twentieth Century Limited 
to participate in the conference. 

The sessions will be attended by the leading 
producers of the company from all sections. 
During the past nine months the Federal 
Surety’s activities have been greatly extended 
and its business volume has increased very ma- 
terially. President W. L. Taylor presided and 
the discussions were held in relation to the 
company’s activities in the various classes of 
business, both casualty and surety, in which it 
is now operating. 
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Great Eastern Appoints Five 
New Jersey Agents 





Board of Directors Plan to Increase 
Capital of Casualty Carrier to 
$600,000 


Announcement was made this week of five 
New Jersey agency appointments by the Great 
Eastern Casualty Company of Newark. They 
are as follows: Romeo M. Nastasi at Long 
Branch, N. J.; George J. Wood, Erving B. 
Cohen and Horace I. Jones, at Asbury Park, 
and the Charles J. O’Connor Company, at 
Newark. 

According to General Manager S. H. 
McKeag, the company plans to establish one 
of the largest agency plants of any company 
in New Jersey. 

President Emanuel S. Margulies has an- 
nounced that the board of directors of the 
company have voted to increase the capital of 
the company to $600,000 and when this is 
accomplished application will be made to other 
States in which the company desires to do 
business. The company will write liability and 
property damage on all automobiles of -he 
private type, passenger. 


Jane Addams Discusses Safety 
in the Home 


Jane Addams, world-famous social worker 
and author, and for many years a leader in the 
international movement for world peace, spoke 
to American mothers Tuesday evening, when 
she discussed “Safety in the Home,” over a 
nation-wide radio hook-up. She was the first 
speaker in a combined series of safety radio ad- 
dresses by nationally famous people, inter- 
spersed with safety playiets, under the joint 
auspices of the National Broadcasting Company 
and the National Safety Council. 

Shortly after her return she addressed the 
Eighteenth Annual Safety Congress, in Chicago, 
on the topic of “What Home Accidents Mean 
to the Community.” 

This new series of safety addresses and play- 
lets will continue for thirteen consecutive weeks, 
as a follow-up of the First Universal Safety 
Series, which began on April 20 of this year 
with a radio talk by Charles M. Schwab, and 
which included many outstanding leaders in 
American life. 

Miss Addams discussed the problem of home 
accidents, which totaled 24,000 for last year, and 
which is almost exactly equal to the total of 
industrial accidents in the United States for 
1928. 





Equitable Casualty Apponts 
Clinton Parke, formerly assistant to the comp- 
troller of the National Surety Company, has 
been appointed assistant in the accounting di- 
vision of the Equitable Casualty and Surety 
Company, it was announced yesterday. 
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Travelers Makes Managerial 
Staff Promotions 





William Boyst Is Appointed Manager 
at Charlotte, N. C.; Atlanta 
Promotions 

Changes affecting the managerial staffs, 
casualty lines, in a number of branch offices 
have been made recently by the Travelers 
Insurance Company, of Hartford, Conn. The 
appointments announced, include the promotion 
of William M. Boyst as manager at Charlotte, 
N. C.; H. Grady Brooks, manager at Atlanta, 
Ga.; George H. Cosby, Jr., assistant manager 
at Charlotte; George A. Godine, assistant 
manager at St. Louis; Lee J. Stivers, assistant 
manager at Peoria, Ill.; the transfer of Mana- 
ger Norman M. Paul from Duluth, Minn., to 
Minneapolis; Manager Frank S. Kilpatrick 
from Peoria to Duluth; Assistant Manager 
Ewart R. Mills from Newark, N. J., to 55 
John street branch, New York, and Assistant 
Manager William M. Scully from Pittsburgh 
to Brooklyn. 

Mr. Boyst succeeds James White as manager 
at Charlotte, following the latter’s appointment 
as associate manager at Newark. Mr. Boyst 
has spent his entire business life in North 
Carolina. 

Mr. Brooks’ appointment as manager at 
Atlanta follows the transfer of Leon C. Ruskell 
to Pittsburgh as associate manager. Mr. 
Brooks, a native of Georgia, came with the 
Travelers as a field assistant in November, 
1924. 

Mr. Cosby, who has been made an assistant 
manager at Charlotte, was appointed a field 
assistant in that office after completing the 
training school course in June, 1926. 

As a result of the vacancy at St. Louis 
occasioned by the appointment of E. L. Haines 
of that office as manager at New Haven, Conn., 
Mr. Godine has been made assistant manager. 

Mr. Stivers, who has been appointed an 
assistant manager at Peoria, is a native of 
that city. His association with the company 
began in January, 1927. Frank S. Kilpatrick, 
manager at Peoria since March, 1922, in taking 
up similar duties at Duluth succeeds Norman 
M. Paul, transferred as manager to Minne- 
apolis. Mr. Paul succeeds Frank R. Olson as 
manager at Minneapolis, the latter having pre- 
viously been made associate manager at Phila- 
delphia. y 


Railway Commission of Canada 
Studies Grade Crossings 

There are thirty-two thosuand railway cross- 
ing at rail level in Canada and the Railway 
Commission is conducting a survey of the 
situation and considering ways and means of 
their elimination. The increasing number of 
accidents, particularly due to motorists trying 
to beat out the locomotives, suggest an enlarged 
program of grade separation. 

Of the thirty-two thousand level crossings 
about ten thousand are protected. There are 
about ten thousand at places where the topog- 
raphy make special protection unnecessary. 
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Hoosier Casualty Decision Is 
Upheld in Supreme Court 





Contract of Mutual Company Pur- 
chase Held to Be One of 


Reinsurance 


Wasuincton, D. C.—Decisions of the lower 
courts in a number of suits involving insurance 
questions were upheld October 21 by the United 
States Supreme Court by its refusal to review 
the cases. 

By its refusal to grant a review, the court 
upheld decisions affirming the findings of the 
United States Board of Tax Appeals in the 
case of the Hoosier Casualty Company. A 
stock company was formed to take over the 
business, property and assets of a mutual com- 
pany of the same name, among the assets being 
cash and securities in the sum of $105,959. 
The commissioner of internal revenue, however, 
held the contract between the two companies 
to be one of reinsurance rather than of pur- 
chase, treaied the assets as income and assessed 
a tax of $35,426. The company appealed to 
the board, which affirmed the commissioner’s 
action, its findings being upheld by the courts. 

Dismissal of a petition by the Universal 
Insurance Company for review of its case 
against the Gulf Refining Company upholds 
lower court decisions that a shipowner is en- 
titled to collecting commission in all cases of 
general average, even though all of the property 
involved may be owned by the same individual 
and no “coilecting’” may be necessary. 

Partial damage to a vessel and cargo owned 
by the refining company resulted in a general 
average adjustment to which there was added 
a collecting commission of 2%4 per cent. The 
insurance company paid its share of the general 
average, but refused to pay commission on the 
ground that both vessel and cargo were owned 
by the refining company and no money was 
actually col'ected. The courts, however, held 
that the refining company was entitled to com- 
mission. 

Other cases disposed of by the courts in- 
volved false statements in applications for in- 
surance, which had been held by the lower 
courts not to be material and not to invalidate 
the liability of the insurers. 
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Safety Engineering Division 
Formed by N. Y. Companies 





American Surety and New York Cas- 
ualty Appoint Allard to Head 
New Department 

The American Surety Company and the New 
York Casualty Company today announced the 
appointment of Edward O. Allard as manager 
of the safety engineering and inspection de- 
partment of the companies to organize the 
engineering and inspection activities on national 
lines. 

Mr. Allard, who was formerly connected with 
the Globe Indemnity Company in charge of 
the engineering and inspection department, and 
prior to that with other well known casualty 
companies, has had a wide experience in the 
industrial engineering field and safety engineer- 
ing work. He has been identified with a 
number of engineering bodies and committees 
including ithe American Society of Safety En- 
gineers, chairman of the engineering advisory 
board Newark Safety Council, executive com- 
mittee New Jersey Street and Highway Con- 
ference, American Engineering Standards 
Committee, New Jersey State Industrial Safety 
Campaigns and a member of the Casualty 
Council Underwriters Laboratories. 

It is the intent of the American Surety 
Company fleet to develop the safety engineering 
service along progressive lines throughout the 
country in accordance with the plans for 
further development of a nation-wide casualty 
business. 


Slovene National Benefit Society 

The Slovene National Benefit Society, a 
fraternal benefit society, has been licensed to 
transact in Canada the business of life insurance, 
disability insurance and sickness insurance to 
the extent authorized by its act of incorporation. 











Able and conscientious 
agents whose aim is to build 
a lasting business appreciate 
the customer-satisfying serv- 
ice of the 
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United Life and Accident Ins. Co. 


Chas. A. Day & Co., Inc., Boston... . 47 51 
H. D. Knox & Co., Boston.......... 47 50 
HARTFORD STOCKS 

Aetna Casualty and Surety 

Conning & Co., Hartford............ 250 260 
Aetna Fire I isurance Co. 

Conning & Co., Hartford........... 275 285 
Aetna Life Ins. Co. 

Conning & Co., Hartford............ 140 143 
Automobile Insurance 

Conning & Co., Hartford............ 57 62 
Conn. General Life 

Conning & Co., Hartford............ 2275 2350 
Hartford Fire 

Conning & Co., Hartford............ 1060 1070 
Hartford Steam Boiler 

Conning & Co., Hartford........00 780 800 
Phoenix Insurance 

Conning & Co., Hartford............ 1040 1060 
Travelers Insurance 

Conning & Co., Hartford............ 1790 1825 


Investing Legal Reserve Funds 
(Concluded from page 20) 
government and municipal bonds, corporation 
bonds, real estate, real estate mortgage loans, 
policy loans, and collateral loans; 42.36 per cent 
($6,760,802,001) of the aggregate assets was 

in mortgage loans. 

Generally speaking, the companies of each 
State are permitted to do business in all other 
States, notwithstanding the investment laws re- 
stricting the domestic companies are more con- 
servative than are the laws of the States in 
which the non-domestic companies are organ- 
ized. A state may thus set up a high standard 
for the protection of the policyholders of its 
domestic companies, whether in that State or 
outside, while it permits companies of other 
States with less conservative standards to fur- 
nish insurance protection to its own people. 
Consideration should be given to the New York 
law which requires that the investments of com- 
panies of other States doing business in New 
York shall be of the same general character as 
those prescribed for New York companies. 

It is not within the scope of this paper to 
discuss at length the disparities in the invest- 
ment laws of the several States. Company or- 
ganizations and the Insurance Commissioners’ 
Convention are working to bring about uni- 
formity in the laws in other respects. This 
survey suggests that greater uniformity is ad- 
visable in the investment laws. 

Investments in common stocks, while causing 
the greatest discussion, also present the most 
difficult problem. Competition between the com- 
panies is keen. It is our desire to secure the 
best results for policyholders consistent with 
safety, but if companies could show large in- 
vestment profits from common stocks, they 
naturally would claim an advantage which they 
would exploit. On the other hand, if the stock 
investments of these companies should show se- 
rious losses, or if investment profits should not 
be continuous, they at some time would be at a 
disadvantage. It is as legitimate for a company 
and its agents to criticize the practices of a 
competitor which may be doing something which 
they regard as detrimental to policyholders’s in- 
terests, as it is for the competitor to claim the 
advantage of any practice it may follow. In the 
long run the companies which show the best re- 
sults from conservative and economical man- 
agement will be the ones to survive all storms. 

In a preliminary survey it is not essential to 
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LIFE INSURANCE AGGREGATES 


The following table exhibiting business carried by the old-line 
regular life insurance companies and by assessment life associations 
and fraternal orders, shows that assessment insurance is still an im- 
portant factor in competition for life insurance and is not to be 
ignored by old-line managers and agents: 


Old Line (Ordimaty) <.< «2.6.2: 
Old Line (industrial)... ...56<<<: 
Olds Line .(Groun) sicicwvseceasaccas 


"Fotali Of Lite. occadaicinct 
Stipulated: Premitine:«... 2.0.5. 
Assessnient, (oles. occ once bis weens 
CLS) ae See cima ems nee 


Total assessment and fraternal.. 
AIGGSCOME al ssi ccxccanscuoonaeats 
Ratio of Old Line Ins. to aggregate 


Ratio of Assessment and Fraternals 
{Oi ANGVEDANE . 6c ccccadodeaedas 


Written In Force 

in 1928 Dec. 31, 1928 
..  12,257,461,655 70,486,443,610 
..  4,505,474,148 16,685,581,197 
..  1,910,639,193 8,034,289,884 
.. 18,673,574,996 95,206,314,691 
oe 19,781,708 54,451,167 
mA 175,756,946 670,358,290 
..  1,039,847,322 9,324,056,443 
1,235,385,976 10,048,865,900 
.. 19,908,960,972  105,255,180,591 

%o % 
93.78 90.50 
ps 6.20 9.54 

















consider every advantage claimed for stock in- 
vestments. Distinctions in characteristics and 
degree may be drawn between the so-called 
“industrial” common stocks and other stocks. 
There is today a somewhat different attitude 
shown by the investing public toward such in- 
vestments. There are factors which apparently 
assure greater stability in values and possibly 
furnish greater safety than in the past. Con- 
ditions in industry, labor, finance and manage- 
ment are to some extent stabilized. Profits may 
be held for development—instead of being dis- 
tributed as dividends. We have a stronger 
banking system than formerly. Where these 
trends will lead is yet to be determined. They 
should encourage a larger proportion of cor- 
porate financing through stock issues, and a 
greater tendency toward them by conservative 
investors; but several “ifs” must be overcome 
between statement and demonstation, and it is 
not unlikely that we shall have to pay, through 
losses, for the experience upon which accom- 
plishment must be based. Investment trusts, if 
continued and developed, should assure that 
large groups of stocks will be held for invest- 
ment, and will not be thrown on the market 
in periods of deflation. Greater publicity will 
furnish opportunities for analysis and a better 
understanding of a particular business. It re- 
mains to be seen, however, whether the execu- 
tives of more than three hundred insurance com- 
panies can pick the “winners,” and whether in- 
dustrial common stocks are in other respects 
proper investments for a life insurance com- 
pany’s funds. It is the accepted principle in the 
management of investment trusts that there 
shall be wise selection, intelligent diversification 
and a close supervision. If we can have super- 
power in the two first factors there must also 
be super-power in the weeding out of the weak 
investments and the substitution of stronger 
ones. 


—The insurance in force of the Lincoln National 
Life Insurance Company, of Fort Wayne, Ind., as of 
September 30, 1929, was $729,903,210 on a total of 
policies of 260,202. 


American Life Convention 
(Concluded from page 14) 


as well as business history of life insurance 
supports the general belief that investments 
on an interest basis are more conservative than 
investments on a dividend basis and are more 
consistent with the theory of legal reserves. 
Speaking.of common stocks, Mr. Arnold said, 
“Those who urge that common stocks are the 
safe and proper investments for life insurance 
companies will point to stabilizing factors which 
have not always existed, and, dazzled by the 
rainbow tints of hope, may decry traditional 
investment policies and the experience upon 
which the success of the life insurance business 
has been built. 

Mr. Arnold’s paper is also given in this 
week’s issue. 

At the meeting. on Friday morning three 
papers were presented on particularly vital 
topics of the present time. C. B. Robbins, 
president of the Cedar Rapids Life Insurance 
Company in discussing the hazards of the 
aviation hazards in life insurance policies 
pointed out that the percentage of death per 
1000 miles, travel by air was only slightly 
greater than those incurred by rail travel, both 
of which are more dangerous, he said, than 
travel by automobile. Col. Robins advocated 
that air travel be classified in order of safety 
as follows: 

1. Travel in multi-motored passenger plane, 
with licensed pilots, over lighted airways from 
one established airport to another, and over a 
terrain with frequent intermediate landing fields, 
the passengers being equipped with parachutes. 

2. Travel under the same conditions as above, 
except that it is not over lighted airways, and 
with a broken terrain. 

3. Travel in a single motored plane with a 
licensed pilot, between established airports, or 
for short flights only. 

4. Private owner flying in his own plane. 

(a) Licensed. 

(b) Unlicensed. 
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Just the book you have been waiting for! 


The Fourth Edition 
of 


Fire Insurance Inspection and Underwriting 


| by 
Charles C. Dominge and Walter O. Lincoln 


Underwriters, well known in the business 


This book which is one of the standard books of the insurance 
world has been enlarged to 1150 pages and contains numerous 
new illustrations. 


The insurance fraternity has always welcomed each new edition 
of this valuable book because it contains such a vast amount of 
new and pertinent matter, relating to fire insurance. 

The subject matter is written in a brief, concise form, readily 
understandable. 


The authors are practical underwriters, Engineers and Lec- 
turers, and are recognised authorities. 


This is the only Extensive Fire Insurance Hand Book arranged 
in encyclopedic Form and Valuable alike to the Student as well 
as the experienced executive. 
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ORDER NOW 
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